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[Business Has To Make A Profit If 


\ 
4 


| 


Insurance leaders should be more 
profit conscious in their underwrit- 





C. W. Olson Jr. 


Beverly H. Mercer 


ing operations, in order to provide the 
capacity necessary to keep pace with 
other businesses in the expanding na- 
tional economy, Beverly H. Mercer, 
president of Fidelity & Deposit, told 
the joint annual meeting in White 





Sulphur Springs, W. Va., of National 
Assn. of Casualty & Surety Execu- 
tives, of which he is president, and 
National Assn. of Casualty & Surety 
Agents. 

A profit from underwriting is the 
keystone of survival, he declared. For 
a long time earnings of fire and cas- 
ualty companies have been well below 
the profit index of most American 
industry groups. The answer to un- 
profitable underwriting should not be 
reliance on an offset by investment 
income. 

C. W. Olson Jr. of Chicago, presi- 
dent of the agents’ group, in his ad- 
dress at the joint session, bluntly 
charged the companies and _ their 
agents with having been too compla- 
cent in their relations with each other 
and with the public. He said there 
should be more concern by agents with 
how to meet competition and still keep 


It Is To Keep Up With Economy 


their companies in the black and their 
agencies on a satisfactory profit basis. 

“We are in business and not en- 
gaged in a charitable or cooperative 
venture,” Mr. Mercer declared. “That 
implies the right and the absolute nec- 
essity to make a reasonable profit. 
Underwriting is our business and is 
the phase of our operations in which 
we should be most profit-conscious.” 
Reliance on an offset by investment 
income, he said, could be fatal in a 
bear market. The companies had a 
taste of that in 1957, and more than a 
taste in 1929. 

There appears to have developed a 
tendency to explain or excuse bad 
underwriting results by comparing 
individual company positions with one 
another. Few stockholders would ac- 
cept that as an adequate answer. 

How does the business measure up 


(CONTINUED ON PAGE 16) 





Sun And Alliance 
Planning Merger 


Sun Office, England’s oldest insur- 
er, and Alliance have announced 

“ terms of a proposal to merge by way 
} of a holding company to acquire the 

outstanding shares of the two. Each 
* company will continue to operate un- 

der its own name. The aim of the 
¢ merger is to achieve economies in ad- 
ministration and to permit expansion. 

The proposal has been recommended 
by directors of the two insurers to 
shareholders. The holding company 
would have assets of $140 million. Sun 
Life, a Sun Office subsidiary, would 
not be included in the merger. 

The rate of exchange proposed is 
two one pound shares in the holding 
company for each Alliance’ share 
owned and 21 shares of the holding 
company for every five shares of 
Sun. There are 5,750,000 par 1£ shares 
of Alliance outstanding and 2,400,000 
par 1£ shares of Sun. 

The dividend rate would be in- 
creased from seven shillings to 10/6, 
or from 98 cents to $1.47 for Sun, 
and from 4/3 to five shillings, or from 
59.5 cents to 70 cents for Alliance. 

Alliance is managed in the U. S. by 
Chubb & Son. Sun Office operates its 
own U. S. facility under W. M. Kearns, 
U. S. general attorney, and G. Lycester 
Parker, U. S. manager. 


Ghana Retains Williams 


As Insurance Adviser 
Robert D. Williams has been re- 
# tained by the government of Ghana 
” as consultant on basic insurance leg- 
islation. The assignment was arranged 
by the United Nations. Mr. Williams 


if 


‘| has prepared the insurance codes for 


j nine states and has acted as consultant 
to Puerto Rico, Nicaragua and Gua- 
temala. 
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Ex-Commissioner Horn 
Accused In Ala. Suit 


MONTGOMERY—James A. Horn, 
who was insurance superintendent of 
Alabama during the Folsom admini- 
stration, and several others are accused 
in a complaint in the circuit court here 
with “gross mismanagement and neg- 
lect” in connection with the operation 
of Southern United Life and Southern 
United Inc., a holding company, both 
of Montgomery. The complaint is part 
of a suit seeking to oust the directors 
and officers who served both companies 
and hold them liable to Southern Un- 
ited Life for $691,848. 

The suit was filed on behalf of W. 
Clyde Jennings, former chairman of 
Southern United Life, now living in 
Miami. He said when he found out 
what was going on he resigned im- 
mediately as chairman. He still holds 
a large block of stock. 


Federal Workers Health 
Bill Signed Into Law 


WASHINGTON—President  LEisen- 
hower has signed the federal employes 
health and hospitalization program 
bill, which becomes effective next July 
and will cover an estimated 4.5 mil- 
lion employes and their dependents. 
Estimated cost of the program is $222 
million annually, of which the gov- 
ernment will pay half and the workers, 
the balance. 

The government will contribute a 
minimum of $2.80 a month for single 
employe coverage and $6.75 monthly 
for family coverage. Employes may 
choose from four health plans, two of 
which are offered by insurance com- 
panies. 

The civil service commission, which 
will administer the program, has set 
up a new bureau of retirement and 
insurance. Andrew E. Ruddock, for- 
mer chief of the commission’s retire- 
ment division, heads the new bureau. 


Fla. Assigned Risks 
Get Rate Increases 


Commissioner Larson of Florida re- 
cently approved an increase in rates 
for assigned automobile risks. How- 
ever, instead of authorizing the 35.7% 
increase asked by Florida Assigned 
Risk Plan, he permitted an increase of 
10 points in three classes of assigned 
risks—from no increase over manual 
for the clean risk to 10% above man- 
ual; from 15 to 25% for risks with 
single accident or minor conviction, 
and from 25 to 35% for all others. 

Also effective Oct. 1 is a 15% com- 
mission scale on all assigned auto busi- 
ness. 

Mr. Larson asked the assigned risk 
plan and insurers issuing coverage un- 
der it to file within six months if pos- 
sible and within a year certainly the 
experience of all assigned risks in the 
plan, broken down by the three groups 
of surcharges. 

Insurance Women of New Orleans 
will conduct a workshop for policy- 
writers there Oct. 28. 


WC Loss Ratio Rise 
Is 10 Points In 
First Six Months 


Figure Was 69.2, Compared 
With 58.8; Underwriters 
See No Improvement Ahead 


Workmen’s compensation experience, 
after several years in which the in- 
surers have broken even or done a 
little better, went sour in the first half. 
Underwriters are not optimistic that 
the second half will be any better. 
There are no indications that it is 
getting better. 

The loss ratio for 1958 was 58.8. 
For the first six months of 1959 it 
was 69.2, which puts it painfully in 
the red. The poor experience is not 
confined to one or two large indus- 
trial states or regions, as has been the 
case at times in the past, but appears 
to be countrywide. All sections of the 
country are contributing. 

One underwriter assigns the rise in 
losses to three factors. The recession 
in the first half of 1958 took about a 
year to become reflected in the loss 
figures, which is the traditional pat- 
tern. The recession reduced audit pre- 
miums and increased losses, which 
also is characteristic. 


Cases Being Reopened 


In addition, in a few places, notably 
the large industrial state of Michigan, 
where unemployment has persisted 
for some time, WC cases involving 
unemployed workers are being re- 
opened, which results in additional 
payments. 

A third influence is that rates cus- 
tomarily are somewhat behind the 
rise in benefit levels, and this is ex- 
aggerated by the other two factors. 

Not only are third quarter figures 
apparently maintaining the acceler- 
ated loss pace of the first half, but 
underwriters point out that the effects 
of the long steel strike now are reach- 
ing subcontractors and in other ways 
spreading. This will in turn be re- 
flected somewhat later on in the WC 
insurance experience. 






























































"IM CHECKING STREAK'S HOUSE FOR FIRE 
HAVE YOU CHECKED OUR HOUSE 2” 
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INA Draws Roadmap For Agents 
To Reach Full One Stop Selling 


By JOHN N. COSGROVE 


This is another in a series on in- 
surance company marketing develop- 
ments. 


Family security through one-stop 
buying sums up North America’s mar- 
keting goal. This year, for the first 
time, the three group companies are 
participating in a coordinated ad- 
vertising, sales and public relations 
effort—the “Spotlight” program. 

This dramatizes the role of INA’s 
agents in safeguarding families, em- 
phasizes the availability of all lines 
through the group, and highlights the 
team effort of fire, casualty and life 
men in the service offices in the over- 
all undertaking. 

The campaign will come to a climax 
with the third conference on family 
happiness and security at Disneyland 


next January. Both agents and field 
personnel and their families will at- 
tend. A trip to Disneyland is not a 
haphazard choice of reward for pro- 
ducers and company personnel. The 
site was shrewdly chosen as the sym- 
bol of all that is wholesome in Amer- 
ican life. By tying its sales program 
to the image of happiness created by 
Walt Disney, INA _ underscores its 
concentration on providing the secur- 
ity which families must have as the 
basis of carefree living. 


Basis Of Contest 


Agents qualify for attendance by 
the sale of eligible policies—homeown- 
ers and tenants written through North 
America, all individual personal A&S 
policies written for not less than one 
year through the indemnity company 
and all individual life and A&S pol- 
icies placed in the life company. Pol- 


icies must be written during the pro- 
duction period from Sept. 1 through 
Nov. 30. 

Selection of agents to attend the 
conference is made at random through 
drawing of cards completed by agents 
on the sale of eligible lines. The con- 
test, therefore, is not based directly 
on volume of production, but, nat- 
urally, the agent with the most cards 
has the greater chance of being picked. 
To qualify for selection, agents had 
to be enrolled from July 1 to Aug. 31 
and had to submit 10 qualification 
cards in any combination of the el- 
igible policies. Selection of company 
personnel and their families is made 
from the 20 top performing service 
offices. 

In stimulating, encouraging and aid- 
ing its producers to do one stop selling, 
the group has realistically analyzed 

(CONTINUED ON PAGE 34) 





Field Clubs To 
Limit Their Rallies 
To A Single Day 


Field organizations under the juris- 
diction of Western Underwriters Assn., 
recently merged into Inter-Regional 
Insurance Conference, have been in- 
structed to limit their annual meet- 
ings to one day instead of the custom- 
ary three and to conduct them in a 
centrally located city within their 
state. 

In most states, this will also affect 
the meetings of the Blue Goose and 
the fire prevention association. The 
field club and the other two organiza- 
tions have traditionally held joint 
meetings at a resort location with an 
agenda that left time for a _ golf 
tournament or other sporting activi- 
ties. 

Years ago the field meetings in the 
midwest were lively and_ notable 
events eagerly looked forward to. The 
passing of time, however, has brought 
drastic changes. Although there are 
more field men, their meetings have 
become tamer. The new generation of 
company management has different 
ideas about what should take place at 
a meeting of this kind and what sort of 
conduct should be expected from com- 
pany representatives. On top of this, 
there is pressure to reduce expenses. 

To compensate for the loss of the 
extra day or two at the annual meet- 
ings, some of the field organizations 
may either take up the practice of 
getting together for lunch on Mon- 
days or monthly; or where this is al- 
ready being done, make something 
more out of it by having an occasional 
speaker. 

The social side of the field man’s 
life is now practically extinct on an 
organized basis. Blue Goose is the 
only organization left that caters to 
the fraternity spirit among the field 
men. The field club used to function 
as a social medium, supplemented by 
the old Fire Underwriters Assn. of 
the Northwest, the meetings of which 
contained some solid business material 
but included hilarious entertainment. 

Most of the companies still hold 
field conferences on either a national 
or regional basis, but these, too, have 
changed in nature and reflect a more 
business-like attitude. 


Saunders Guilty 
Of Perjury: Will 
Appeal Sentence 


AUSTIN—J. Byron Saunders, for- 
mer chairman of the old Texas Board 
of Insurance Commissioners, has been 
found guilty of perjury and sentenced 
to two years in prison after a jury 
trial lasting 12 days. Mr. Saunders 
announced that an appeal “will be 
carried through, as far as is neces- 
sary,” and his attorney, John D. 
Cofer, said that he believes the un- 
precented case also involves a federal 
question. : 

Mr. Saunders was released under 
the same $2,500 bond established when 
he was indicted about two years ago 
for giving false testimony to a legis- 
lative investigating committee con- 
cerning his connections with BenJack 
Cage, who is now a fugitive from a 
10-year embezzlement conviction in 
Dallas. 

The charges against Mr. Saunders 
centered around an oil royalty deed 
dated Jan. 11, 1954, that conveyed his 
interest to the ICT Discount Corp., 
a Cage firm. Counsel for both sides 
argued for many hours over whether 
it was a bona fide transaction, as Mr. 
Saunders had testified before the com- 
mittee, or a “cover up” for $7,000 he 
had received from Cage firms. 

The perjury charge against Mr. 
Saunders was the first ever to result 
from testimony before a_ legislative 
committee in Texas. The jury recom- 
mendation was for the minimum 
sentence of two years. Similar charges 
are pending against Garland A. Smith, 
another former board chairman, and 
his son-in-law, Max Wayne Rychlik. 
It is not known when these cases are 
to be brought up for trial. 


Harbor Moves To L. A. 


Harbor of San Diego has moved its 
home office to Los Angeles. The new 
address is 3540 Wilshire Boulevard. 
Harbor has operated a Los Angeles 
branch office at 3440 Wilshire Boule- 
vard, and that will be consolidated 
into the home office. 


2,871 Members In Texas 


Texas Assn. of Insurance Agents 
ended its 1958-1959 fiscal year with 
2,871 members, a new high. 


Mo. Agents Ready 
Card For Jefferson 


City, Oct. 18-20 


Around the general theme, “Get 
There Firstest With the Mostest,” 
Missouri Assn. of Independent Insur- 
ance Agents will hold its annual con- 
vention in the state’s capitol, Jeffer- 
son City, Oct. 18-20. 

James Meyer, agency supervisor 
Kansas City Life, is kick-off speaker 
with “Listen, My Son.” Two other 
speakers are scheduled for the first 
session: Arthur M. O’Connell, vice- 
president Thomas E. Wood agency, 
Cincinnati, “Patterns, Progress and 
Cobwebs,” and Carl L. Strong, insur- 
ance director Michigan State Univer- 
sity, “Sales Magic—HIM.” 

George E. Jennings, St. Louis, 
MAIIA president, will preside at the 
luncheon. Speaker will be Maurice G. 
Herndon, Washington representative 
National Assn. of Insurance Agents, 
whose topic is “Window on Washing- 
ton.” 

A panel on the new homeowners 
policy will be featured in the after- 
noon, moderated by Ralph J. Martz, 

(CONTINUED ON PAGE 42) 
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Six Named In | 
GAB-Western | 
Staff Promotions 


Three executives of Western 4 
justment have been promoted to thy 
head office at New York of thy 
merged General Adjustment Bureay, 
Western Adjustment, and three pr 
motions have been made at the weg 
ern division office of the organizatic 
at Chicago. 

M. W. Whitelaw is transferreg ; 
New York supervising nationally “| 
cation, 
vities. 

J. L. Sybrandt Jr. goes to New Yor 
from Chicago to supervise all fire ap 
controlled losses. 

F. J. Welsh is appointed to the na 
tional office at New York in chargi 
of national catastrophe operations, 

H. W. Rutledge becomes assis 
general manager of the western q 
partment at Chicago. 

G. M. Lynch is appointed assis 
general manager at Chicago in charg 
of education, research and personn 
for the western department. 

D. G. Stentz is promoted to assist. 
ant general manager in the weste 
department in charge of fire. 

Mr. Whitelaw for three years h 
been assistant general manager 0 
Western Adjustment, specializing ; 
management training, business de 
velopment and personnel. For six 
years before that he was executive 
supervisor first in Kansas and west- 
ern Missouri and then in Iowa, Min- 
nesota, Wisconsin and upper Michi-; 
gan. He played an important part ay 
developing Western’s extensive edu- 
cational program. 


research and personnel apt 







Formerly With GM 


Mr. Sybrandt joined Western in 
1934 after having been with the 
Chevrolet division of General Motors., 
He was adjuster at the head offies| 
at the north side Chicago office and 
assistant manager in Chicago and St.’ 
Louis until 1950 when he became a 
general adjuster in Chicago and Cook, 
County. He was executive general: 
adjuster before being promoted in! 
1956 to assistant general manager. 

Mr. Welsh started with Western in! 
Nebraska in 1946. In 1953 he became 
a general adjuster in Chicago and 

(CONTINUED ON PAGE 42) 








Chairmen responsible for the success of the CPCU meeting in Los Angeles. 
and their wives, at the banquet at the Ambassador Hotel. From the left, 
Harvey A. Drinkwine, publicity chairman; Richard A. Archer, all-industry 
lunch chairman; John L. Kelly, entertainment chairman; E. C. Rhodes, general | 
chairman; Samuel Alcorn, finance chairman, and Edward F. Stout, Pacific chap- | 





ter president, Seated are Mesdames Archer, Kelly, Rhodes, Alcorn and Stout. 


| 
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> Look for this advertisement in The Saturday Evening POST of October 24th 








Has this happened to You? 





Your house might seem to shrink, as your 
family grows... but your insurance coverage 
actually does shrink, as property values rise. In 
recent years, values have risen sharply. A house 
built for $7,500 in 1941, for example, would cost 
over $18,000 to replace today! 

Make sure you have enough insurance to 
cover today’s replacement costs. Your local 
Great American agent will be glad to advise 
you. See him soon. 


> Great American’s Premium Payment Budget 
Plan makes it easy to get full protection, for your 
home and contents—pay in easy installments— 
monthly, quarterly, semi-annually, annually. 
Investigate its advantages now. 





GREAT AMERICAN 


INSURANCE COMPANY 


FIRE ° MARINE . AUTOMOBILE : CASUALTY . SURETY 
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Ind. Bar Assn. Puts 


Down ‘Insurgents’ 
At French Lick 


A controversy stirred by a few 
“insurgents” at the Indiana State Bar 
Assn. French Lick convention “in- 
dicates that a small segment of the 
bar is determined to try to silence 
anyone who rises to challenge the 
conduct of casualty insurance with 
particular reference to jury trials,” 
Insurance Institute of Indiana states 
in a recent report. 

Caught in the middle, according to 
the report, was Edward P. Gallagher, 
executive vice-president and general 
counsel of American States Ins. Co., 
who as president of Insurance In- 
stitute of Indiana, has made a number 
of addresses in the last two years 
in defense of the present jury system 
and attacking the threat to this sys- 
tem posed by no more than two or 
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three per cent of the 250,000 lawyers 
in the United States. 

Taking a minute section of one 
speech out of context, “The Trial 
Lawyers Assn. of Indiana,” a group 
closely affiliated with the National 
Assn. of Claimants Compensation 
Attorneys, drew up a resolution de- 
signed to keep Mr. Gallagher from 
speaking before the association’s con- 
vention, the report says. Out of 3,000 
letters sent to encourage protests 
against Mr. Gallagher’s appearance, 
only one telegram was received by 
the association. And only two mem- 
bers of ISBA’s 150-man governing 
board voted in favor of a censure. 


Sent 3,000 Letters 


Carl M. Gray, retiring chairman of 
ISBA’s trial lawyer section, then 
sent 3,000 letters to the same group of 
attorneys stating that “The Trial 
Lawyers Assn. of Indiana” was a 
private group that had no connection 
with ISBA’s trial lawyer section and 
that it acted without the knowledge 
of the section in sending letters at- 
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tacking part of the convention pro- 
gram. 

Mr. Gallagher is quoted in the re- 
port as having said that he realizes 
now that only through an all-out un- 
derstanding on the part of the public 
as to where the premium dollars are 
going can exaggerated or unreason- 
able claims and claim verdicts be 
stopped. Companies are beginning to 
do a real service through speakers 
bureaus and public information sec- 
tions of state insurance information 
services. However, he said, he has 
noticed that a great many of those 
fighting the current conditions are 
laymen rather than lawyers. 


46 Winners In American 


Casualty A&S Sales Drive 
Awarded Trip To Bermuda 


Forty-six agents—winners in Amer- 
ican Casualty’s A&S sales campaign 
during the first six months of 1959— 
and their wives have joined Albert 
H. Kessler, vice-president, and Mrs. 
Kessler on a trip to Bermuda. The 
winners wrote nearly $2 million of 
new A&S business during the cam- 
paign period. 

The party of 73 agents and wives, 
led by Mr. Kessler, flew out of New 
York’s Idlewild Airport. They will 
spend five days in Bermuda. Before 
leaving, the group was entertained 
at a bon voyage party in the Barbi- 
zon Plaza Hotel, which was attended 
by department heads from the home 
office. 


Farmers Mutual Of Wis. Names 2 

Farmers Mutual Auto of Madison 
has appointed Floyd Desch, formerly 
Nebraska state director, as Wisconsin 
state director. He replaces E. A. 
Bergemann who becomes a Wisconsin 
district manager in the Madison area. 

Robert M. Mudd, previously a Mis- 
souri district manager, has been ap- 
pointed Nebraska state director to re- 
place Mr. Desch. 
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Indianapolis Agents 
Open Membership To 
Mixed Agencies 


Independent Insurance Agents 9 
Indianapolis at their annual meetj 
voted overwhelmingly to change their 
by-laws to open the door to mutugj 
representation. This marks a signifi. 
cant change for the Indianapolis 
group. Just two years ago the agents 
voted against such a by-law change 
Many of the leaders in that fight haye 
changed sides, so that this time there 
was only token opposition to the reyj. 
sion. 

Formerly, the article in question 
read: “No member at any time or jn 
any manner, directly or indirectly, 
shall represent as agent, or otherwise 
any insurance company which (1) js 
not authorized to transact business jp 
Indiana or (2) operates on any other 
plan than that of a stock insurance 
company.” 

The revised by-law is considerably 
longer, but the wording that has bear- 
ing on the type of companies repre. 
sented now states: ‘Members shall 
exclusively represent or procure in- 
surance from insurers operating sole- 
ly under the American agency system 
unless such insurance is not available 
from such insurers.” It further states: 
“No exceptions from any of these re- 
quirements ... shall be granted ex- 
cept for good cause shown as deter- 
mined by the vote of 66% of the 
members of the board of directors pre- 
sent and voting. The board may ask 
for a secret vote of the membership 
to assist them in making a decision.” 
There is no mention of stock insur- 
ance companies. 

Leibert I. Mossler was elected presi- 
dent of the association, succeeding 
August Schmadeke. Albert C. Losche 
is the new vice-president and Rich- 
ard Lawrence secretary-treasurer. 


St. Paul F. & M. Sets Date 


St. Paul F.&M. will hold its fall 
field sales conference in St. Paul, 
Oct. 19-23. About 75 fieldmen from 
the company’s field offices throughout | 
the United States will be in attend- 
ance. 


Bergen County Assn. of Insurance 
Agents at its meeting Oct. 13 in Para- 





mus, N. J., will hear Robert R. Heck- 
man, underwriting superintendent of | 
New Jersey Workmen’s Compensa- | 
tion Bureau discuss assigned WC risks, | 
retrospective rating, and underwriting. 





oa 
Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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You eliminate typing on policy and renewals 


You eliminate bookkeeping 


You eliminate accounts current 


You eliminate endorsements and rating statements 





Saves you Time and Money 














“Come into MERITmatic,” says Mr. Za... 


If you can keep your best auto accounts by writing competi- 
tively priced quality protection with a ball-point pen and 


delivering on the spot... . 

If you own all expirations, get new and re- 
newal commissions monthly and have all 
record keeping done for you... . 

If the company bills your clients . . . if the 
policy is automatically renewable and payable 
semi-annually. ... 


That’s MERITmatic, the key to Zurich- 

















“The increased income’s fine!” 


American’s increased income plan. All part of Insureman- 
ship* of course. 


For the inside story, a note to our nearest office! 


MERIT matic not yet available in all states. Details on request. 


AMERICAN GUARANTEE & LIABILITY INSURANCE COMPANY 
affiliates * ZURICH INSURANCE COMPANY 

ZURICH LIFE INSURANCE COMPANY 

Head office * 135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, New Haven, Buffalo, 
Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, Greensboro, Charleston, 
Savannah, Atlanta, Birmingham, Canton, Cleveland, Cincinnati, Detroit, Grand 
Rapids, Minneapolis, Milwaukee, Chicago, Jackson, Dallas, St. Louis, Kansas City, 
Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, Los Angeles, Phoenix, 
©1959 Zurich-American Insurance Companies *™M 









John <A. Diemand, president of 
North America companies, in his ad- 
dress before the all-industry luncheon 
of Society of CPCU at Los Angeles, 
appraised the future of insurance 
from his background of 50 years in 
the business. 

The challenge of the years ahead, 
Mr. Diemand said, lies in four princi- 



































































HeNATIONAL UNDERWRITER 


Change Is The Word For The Future, 
Diemand Tells CPCUs At Los Angeles 


pal areas: 

1. Management and __ personnel 
(“perhaps the most important key to 
the complex questions of survival and 
growth”) 

2. Invention (“management’s abili- 
ty to anticipate change, to gauge the 
main current of economic life’) 

3. Mechanization and automation 


(“a new field which promises profit 
in the speedy handling of vast quanti- 
ties of figures, calculations, exhibits 
and statistics which are the inescap- 
able problem of the insurance busi- 
ness’’) 
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U.S. population of 235 million, pp, 
erty and casualty premiums wil] e 
ceed $20 billion and life insurance 4 
force will exceed $750 billion, 
Diemand said the great decisions 
the next 15 years will be reached jp, 


4. Marketing and merchandising evitably in the market place. “Ty 


(“that vast area in which contrast- 
ing methods are so visibly evident to- 
day and in which the clash of sys- 
tems creates competition in the pub- 
lic interest” ) 

Describing the economy anticipated 
by economists for 1975, by which 


who reap the greatest rewards yj 
be those who understand the ¢« 

conditions and trends, and who py 
pare to capitalize on the forces whic 
relentlessly power the economy, | 
The successful insurance organizaticl 
of the future must be prepared to 4) 


time it is expected there will be a as modern and forward-thinking 








imaginative and aggressive, as q 
counterpart in other fields of busin 
and industry.” 

The insurance business is excitj 
said Mr. Diemand. There are no ¢ 
moments because essentially it js 
business dealing with people. But ; 
order to grow, in order to improy 
insurance has to attract, keep 
develop the finest young brains 
the country. “Are we doing so? 
the public know what a satisfyi 
business insurance can be? Or hay 
they been conditioned to think of 
in terms of gloom and doom, in te 
of mental pictures created by 
legalisms of our language, by the 
that our product isn’t tangible ap 
visible? The myth of fine print di 
hard; even in our own ranks compa 
nies advertise ‘No Fine Print in - 















Policies’ when the fact is there is py 
fine print in anyone’s policies.” 


Few Aim For Business 


A recent study of National Meri 
Scholarship Corp. indicates the major: 
ity of America’s best young brain 
are aiming for careers in science, en 
gineering, and the professions. Only 
8% of the sample of these youngster 
indicated an interest in business. In- 
surance competes with every occupa 
tional field for the talents and ener, 
gies of these young people. They ard 
needed in loss prevention work, i 
claims, in underwriting, in sales, in 
business methods and finance, and ir 
state insurance departments. | 

“We must seek ways of telling the 
public, especially young people in ow} 
schools, that the insurance busines 
represents a worthy challenge to their! 
intellects and ambitions, and provides 
a satisfying career. What is needet| 
is fewer meetings of companies ti 
talk about the good old days, and mor¢ 
meetings with the public to talk abou! 
the good new days.” 

Mr. Diemand urged all in the busi-+ 
ness to exert their best efforts to se@ 
that insurance department careers ard 
rewarding. “We have an obligation,) 
he said, “to encourage our state gov- 

(CONTINUED ON PAGE 38) 
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The Man with the Plan for 1959 will soon 
be named. Who is he? He is a progressive 
Independent Agent representing The Employers’ 
i Group of Insurance Companies, one of the few 
nation-wide full line Life and Property carriers. 
How will he be chosen? The 1959 Man with the Plan will be selected from among 
Employers’ Group Agents from coast to coast for his outstanding contribution to the 
Insurance profession and the Independent Agency System. 
Our 1959 Man with the Plan will be privileged to award a $2,000 Educational 
Endowment to any child of his choice. Underwritten by The Employers’ Life, 
the proceeds of the Endowment may be used by the child at age 18 for advanced study 
for a chosen business, skill or profession. 
In partnership with its Agents, The Employers’ Group makes this 
contribution to advanced education. 


5 Pa 
me HMployers’ GLrOuP or insurance companies ( _ 
@ 110 MILK STREET, 
EG BOSTON 7, MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. « The Employers’ Fire Insurance Co. » American Employers’ Insurance Co. « The Halifax Insurance Co. of Mass. 
The Employers’ Life Insurance Company of America 
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St. Louis Sales Seminar Draws 300, 


May Become Annual Event For Producers 


ST. LOUIS—Some 300 agents and 
brokers who attended the insurance 
sales seminar conducted by Insurance 
Council of Greater St. Louis last week 
liked the program and its apparent 
benefits to them so well it undoubted- 
ly will become an annual event for 
the local insurance colony. 

The program opened with the ad- 
dress of welcome by Thomas Lily, 
state agent Aetna Fire, chairman of 
the council, who said the seminar 
would deal with two of the most 
revolutionary insurance plans ever 
presented to Missourians—the home- 
owners policy and the new automobile 
rating plans. He stressed that there 
is much to be done by the agents and 
brokers to convert their policyholders 
and to attract new clients for their 
agencies through these new insurance 
tools. 

Amos E. Redding, secretary Aetna 
Casualty, talking on “Selling in ’60 
Like Sixty,” declared his company is 
definitely committed to the continua- 
tion of its present method of selling 


its products, through independent 
agents. 

The opportunities of agents in in- 
surance today are greater than ever, 
he said, “But you’ve got to bring into 
the business something else than a 
great desire to get more money. To- 
day’s agent has got to have some- 
thing on the ball.” Discounting the 
views of some that the local agent 
is a vanishing American, he ob- 
served: “Such a thing is unbeliev- 
able.” He said people have too many 
insurance problems to do without a 
personal agent. 


Mutuals Caused Some Fears 


Sweeping aside the fears of some that 
the direct writing companies might 
put the agents and their companies 
out of business, he noted the same 
fears were once entertained about the 
mutuals. “The insurance trade pub- 
lications all headline the operations 
of other selling systems and the re- 
sults they obtain,” Mr. Redding added, 
going on to indicate he regards this 


playing up of the opposition as tend- 
ing to undermine the morale of some 
agents of the agency system. 

Reviewing the educational opera- 
tions of Aetna Casualty, he said of 
the 6,000 men he had worked with, 
81% made the grade as agents; hun- 
dreds of them earning very substantial 
incomes. 


Agent Makes Difference 


Contending that the big point of 
difference in the general insurance 
field is the agent himself, he pointed 
out that in the St. Louis area Aetna 
Casualty perhaps has 40 sources of 
sales, so it is up to the individual 
agent to perform. He reviewed the 
many fine insurance programs avail- 
able to agents to combat the competi- 
tion of the deviation and direct writ- 
ing companies, such as homeowners, 
the new auto rating forms, blanket 
crime coverage, retrospective rating, 
the special office contents coverage. 
He said, “The only competition in this 
field is yourself. We want you to de- 
velop skill and social contacts, to know 
your field and the people in it. We 
want everyone happy, with you mak- 

(CONTINUED ON PAGE 21) 
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Missouri Leads In 
Property Coverages 
Buyers Are Told 


Introduction in Missouri with, 
days of each other of the homeowner 
package and the new automobile in. 
surance plans will tend to Cause ; 
buyer to purchase all his person, 
coverages from a single agent, the St 
Louis Conference of Associated In- 
dustries of Missouri was told by W, g 
Crandall, St. Louis manager of Aetp, 
Fire. He said the homeowners and th 
special auto policy will help creat, 
insurance accounts on the _personaj 
level which buyers have been in thy 
forefront in bringing about at the 
business level. 

Not only will the homeowners an¢ 
automobile flow together, but acciden; 
and sickness and possibly life ingyy. 
ance will be channeled through , 
single agent, he said. This should 
help to raise insurance selling to 4 
professional status as much as. any. 
thing that has happened, Mr. Crandall 
told the buyers. The changes are of 
more significance than the agent ané 
broker qualification law that so many 
of the industry have worked to get 
through the legislature over the years, 

“This, if I were to predict,” said Mr. 
Crandall, “will in history stand out as 
the turning point in Missouri toward 
the professionalizing of all insurance 
handling on the basis that you, as 
buyers, have always desired and de- 
manded at your business level and and 
which we as companies, have always 
desired at the level of our agents and 
which the agents themselves have 
striven so hard to bring about by means 
of their educational programs and their 
sincere and dedicated work in their 
trade associations.” 

Mr. Crandall pointed out that Mis- 
souri is suddenly in the forefront in 
insurance coverages. after having 
lagged for years. The last legislature 
gave approval to the introduction of 
homeowners package coverages, and 
the new homeowners is now in effect 
there. Almost at the same time that 
coverage was approved, the National 
Bureau special auto plan went into 
Missouri, and the insurance buyers in 
that state have the benefit of the 
latest in coverages and actuarial ap- 
proaches. 


Allen, Dupuis Named By 


N. J. Fire Rating Group 


Walter W. Allen, vice-president of 
Home, and Charles A. Dupuis, vice} 
president of Firemen’s, were elected 
chairman and vice-chairman, respec 
tively, of the governing committee of 
Fire Insurance Rating Organizatio 
of New Jersey at its annual meetin 
in New York. 

Glens Falls, North British, Travel 
ers, and U.S.F.&G. were named 
the committee. 


Huelin In Maine, N. H. 


Camden Fire has appointed Kenne 
J. Huelin state agent for Maine an 
New Hampshire. He has been a fie 
man in that area for 22 years. S. At 
thur Laxton has been transferred fr 
the Maine and New Hampshire fi 
to Washington, D. C. 


American Excess has opened an of 
fice at Columbus. American Exces 
are brokers placing business for 
censed agents in excess and surpl 
lines with Lloyds. 
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AMA Insurance 
Meeting To Be At 
Chicago Nov. 2-4 


Implications of pending legislation 
affecting insurance and future de- 
velopments in the industry will be 
highlighted at the fall insurance con- 
ference, Nov. 2-4, of American Man- 
agement Assn. at the Drake Hotel, 
Chicago. 

An explanation of the insurance 
provisions of the Boggs bill, dealing 
with overseas subsidiaries of Amer- 
ican companies, will be offered by 
Donald H. Gleason, treasurer Corn 
Products Co., New York. An analysis 
of the investigation being carried on 
by the Senate anti-trust subcommit- 
tee on state regulation of insurance 
will be presented by William M. Al- 
rich, managing editor of the Spectator. 

What can be done about health in- 
surance for the elderly and retired 
will be the subject of a presentation 
by J. F. Follman Jr., director of in- 
formation and research Health In- 
surance Assn. A description of mul- 
tiple-line policies, their application, 
and the future development of the 
package approach to corporate insur- 
ance will be given by Harold H. Hines 
Jr., vice-president Wineman Brothers, 
Chicago. 

Self-insurance vs’ insurance for 
werkmen’s compensation will be dis- 





Coverage Increased Under 


Five Inland Marine Forms 

The committee on interpretation of 
the marine definition has advised in- 
surance departments and insurers of 
two amendments to the definition. One 
adds coverage of tenant insured’s in- 
terest in improvements and better- 
ments under the physicians and sur- 
geon’s instrument floater. The other 
adds the same coverage, in addition to 
protection of furniture, fixtures, tools 
and machinery under the following 
dealers’ policies—musical instrument, 
camera, furriers, and equipment. 

The amendments were recommended 
by the National Assn. of Insurance 
Commissioners committee on defini- 
tion and interpretation of underwrit- 
ing powers. To date, 20 states have 
indicated that the changes have or will 
be accepted, approved, adopted or 
promulgated. Kentucky has decided 
not to adopt them. Missouri will not 
do so because of a department order, 
Nebraska will consider them when the 
need arises, and Washington will not 
accept them at this time. 


Royal-Globe Wins Case 


Involving Use Of Name 


Royal-Globe has won a consent de- 
cree in the northern district court of 
Georgia to prohibit the use of the 
name “Royal” by a life company. 

The defendant, Royal Life of Amer- 
ica, was founded in 1939 as Whitfield 
Ins. Co. of Georgia, a fraternal organ- 
ization. It was chartered as a corpora- 
tion in Georgia in 1948 and changed 
its name to Royal Life of America in 
1955. 

The restraining order prohibits the 
life company from using the name 
“Royal” in any connection with its 
business except as necessary in mat- 
ters outstanding as of the date of the 
injunction. 

McKey & Poague agency of Chicago 
has promoted Fred R. Warren, direc- 
tor of the insurance division, and 
Herbert C. Roth, manager of the in- 
surance division, to vice-presidents. 





PeNATIONAL 


cussed by T. W. Bailey, vice-presi- 
dent Marsh & McLennan, New York, 
and Hiram L. Kennicott Jr., 2nd vice- 
president Lumbermen’s Mutual Cas- 
ualty and American Motorists. After 
their presentations, they will be 
joined by three other executives and 
all will sit as a panel to answer ques- 
tions from the audience. 

~ Other topics to be covered at the 
conference include fellow employe 
suits, strike insurance, loss control, 
what’s new in group insurance, and 
how much insurance to buy. 





Southeastern Fire 
Enters Life Field 


Southeastern Fire of Charlotte, 
N. C., has entered the ordinary life 
field through its subsidiary, Citadel 
Life, Spartanburg, S. C. 

C. R. Pavey, former manager of 
Security-Connecticut Life at Louis- 
ville, has joined Citadel as vice-presi- 
dent and is directing its operations. 
Complete facilities of the life compa- 
ny will be made available to agents 
of Southeastern Fire. 


both are saved by these selective*! 
services for insurance companies 


PRINTING 


Individualized POLICIES of every nature, spearheaded by our 
exclusive “SHORT WRITE” Policy Program, the stream- 
lined policy for all lines—saves 25% and more in processing time 


by using “Reddi-Snap” carbon interleaved sets. 


CONTINUOUS FORMS “Reddi-Speed” standard and custom 
designs for automatic data processing and policies produced 
electronically. 


DATA PROCESSING 


Each of these money-saving services | 
can be used alone or in combination (s). 
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Wendell Berman Named 
Chairman Of Preferred 


GRAND RAPIDS—Wendell Be. | 
man, former chairman of Pioneer My. 
tual of Boston, has been elected chair. 
man of Preferred of Grand Rapids 
Mr. Berman, who heads the Wendgyj| * 
Berman agency at Boston, has re 
signed his position with Pioneer My. 
tual, of which company he was 
charge since the middle of 1955. 

L. H. Sanford remains as president! ment 
of Preferred. | dure: 

















Integrated punched card processing in any volume, special Ds 
machine work. Preparation of special and annual reports for ae 
state and national requirements. Also an economical, easy to 
use “package plan” that encompasses every needed statistic and 
report—it’s a complete service for company, agent, or broker. 
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The right methods for reducing traf- 

fic accidents have been known for 

ted chain! Jong time, Russell I. Brown, presi- 

1d ie — dent of Insurance Institute for High- 

Apids, way Safety, told the annual conven- 

in New York of International 









| President} dures and thorough driver training. 
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Elect Haggerty To Head 
W. Va. Mutual Agents 


West Virginia Assn. of Mutual In- 
surance Agents, at the annual meeting 
in Charleston, elected Lawrence J. 
Haggerty, South Charleston, president. 
Other new officers are Patrick Thomp- 
son, Morgantown, and Warren Myler 
Jr., Huntington, vice-presidents; W. T. 
Ramsey, Charleston, recording secre- 
tary, and Arline Reed, Clarksburg, 
executive secretary. 

Appearing on the program was 


Th 


p)omtalga ee 


Henry Bean, Haddonfield, N.J., presi- 
dent of the national association, who 
discussed NAMIA. Operations of the 
West Virginia insurance department 
and the impact on the auto business 
of the rising number of accidents was 
discussed by Commissioner Pearson. 

Michigan Mutual Liability has pro- 
moted James M. Blandford to manager 
of the Michigan regional safety engi- 
neering department and Victor V. 
Troyer to senior district safety engineer 
at Saginaw. 
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2. Set 2 tab and 1 decimal position on stub—standard data position 
the same on all policies. (3 positions instead of 7 or more, no 
“weaving” back and forth—typing area designed for utmost con- 
venience and efficiency.) 





4. Insert in separate jacket—window opening shows policy number, 
insured's name and address, policy term, agency. (No typing 
necessary on jacket.) NOTE: text is guaranteed on “Short Write” 


policies. 
{ 


| AND — SIMPLIFIED DATA PROCESSING! 


CODE BLOCK AREA-—standard on all “Short Write” policies. 
Designed to permit straight line recording of data for translation 
* punched cards, paper and magnetic tape for electronic com- 
puter input. Simplifies procedures, increases accuracy and speed 
in producing needed records, statistics, special reports. 
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‘SHORT WRITE” 


POLICY PROGRAM 


The one format for AUTOMOBILE - BURGLARY - COMPREHENSIVE 
| DWELLING > HOMEOWNERS - INLAND MARINE ° LIABILITY 


Check the features shown below and compare! 





SALES 
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1. Insert Reddi-Snap carbon loaded declarations in machine. (No 
hand-interleaving of carbons, out of line typing, left-out pages.) 





. Snap the forms out, discarding carbons—clear copies for home 
office, agent, certificate of insurance, PLUS cards for any inter- 
office system (if desired)—ALL IN ONE TYPING. 
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ATLANTA 3, GA. 

BOSTON 25, MASS. 
CHICAGO 6, ILL. 
DANVILLE, ILL. 

WEST DES MOINES, IOWA 
MINNEAPOLIS, MINN. 
NEW YORK 38, N. Y. 
TORONTO 2B, ONT. 

WEST COAST 





. Fold and insert in special window envelope showing insured’s 
name and address—seal and stamp. (No duplicate typing of en- 
velopes, no chance of error.) 





Full information about orinting and data processing services on request to Dept.N of any of our offices. 


RECORDING & STATISTICAL CORPORATION 


EXECUTIVE OFFICES: 176 BROADWAY, NEW YORK 38, N. Y. 


32 Peachtree St., N.W., JAckson 4-5716 

55 Wm. T. Morrissey Blvd., AVenue 2-8007 

216 W. Jackson Blvd., ANdover 3-1503 

2815 N. Vermilion St., Hickory 6-6111 

900 17th St., Blackburn 5-1622 

3841 Drew Ave. South, WAlnut 2-5922 

176 Broadway, BEekman 3-4434 

650 King St. West, EMpire 2-3257 

13447 Chandler Bivd., Van Nuys, Calif., STate 0-0368 


PRINTING PLANTS: BOSTON, MASS. ¢ DANVILLE, ILL. * TORONTO, CANADA 
STATISTICAL OFFICES: NEWYORK * BOSTON * CHICAGO » SANFRANCISCO » MONTREAL * TORONTO 
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Cal. Agents Prepare 
Card For Annual 
At L. A. Oct. 26-28 


Finishing touches are being given 
the program for the annual conven- 
tion, Oct. 26-28, of California Assn. 
of Insurance Agents at the Biltmore 
Hotel, Los Angeles. 

Lined up by the convention com- 
mittee are Paul H. Jones, Tucson, 
president of National Assn. of Insur- 
ance Agents; William A. Pollard, ex- 
ecutive secretary of NAIA; Harold G. 
Evans, president of American Casu- 
alty; Robert J. Hastings, sales super- 
visor of Pacific Telephone & Tele- 
graph; Jack O. Vance, management 
consultant of McKinsey & Co., Los 
Angeles; Milton L. Rose, general agent 
of Paul Revere Life at Los Angeles; 
and Thomas G. Aston Jr., manager of 
California Assigned Risk Plan. 

A panel discussion on the teen-age 
driver will be moderated by John E. 
O’Grady, Pasadena. Participants will be 
James T. Blalock, vice-president of 
Pacific Indemnity; Larry O. Harnois, 
public relations officer of Pasadena 
police department, and a_ teen-age 
driver from the Circle K Car Club of 
Pasadena. 

A program for the ladies will in- 
clude a luncheon and fashion show 
at the Bel Air Bay Club in the Pacific 
Palisades. 


Adams President Of N.Y. 


Independent Adjusters 


George E. Adams, president of L. C. 
Dameron & Co., New York City, was 
elected president of New York Assn. 
of Independent Insurance Adjusters 
at the annual meeting in New York. 
Other officers are Walter A. Towe of 
A. R. Lee & Co., New York, and 
Charles Mead of Albany, vice-presi- 
dents, and Donald L. Campbell, of 
Hoercher-Campbell Associates, New 
York, secretary-treasurer. Harold J. 
Smith and Melville Horn, both of New 
York, were appointed to the executive 
committee. 

The association adopted a new con- 
stitution and by-laws, revised to 
strengthen membership requirements 
and to insure the highest ethical op- 
erating standards in behalf of com- 
panies and insured. It also voted a 
$100 scholarship for the school of In- 
surance Society of New York for the 
student submitting the best essay on 
loss adjustment practices. 

Newell Alford Jr., deputy superin- 
tendent of the New York department, 
and Edward F. Cavanagh Jr., fire 


commissioner of New York City, 
spoke at the dinner. 
Local Bureau Takes Over 


Output Policy In Ark. 


Arkansas Inspection & Rating Bu- 
reau has filed and had approved a 
manufacturers output policy on be- 
half of its members and subscribers. 
This supersedes the manufacturers 
output plan filed by MPIRO several 
years ago. Arkansas Bureau now as- 
sumes full jurisdiction for the output 
filing. 


Youngberg-Carlson Names Johnson 


Milton P. Johnson has been named 
executive vice-president of the Young- 
berg-Carlson Co. agency of Chicago. 
A vice-president since 1945, he has 
been with the agency for 24 years. Be- 
fore that he was supervisor of the in- 
surance department of Chicago Title 
& Trust Co. 
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N.Y. Brokers Ask Curb 
On Outside Owners Of 
Insurance Companies 


Legislation to prohibit the owner- 
ship and control of an insurance com- 
pany by a non-insurance company 
will be sponsored in New York by 
Greater New York Insurance Brokers’ 
Assn. 

It would apply to the insurance 
business the philosophy behind the 


federal bank holding act of 1956 that 
a holding company should not occupy 
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a preferred position over its competi- 
tors in obtaining or influencing the 
unique services of its subsidiary. 

The proposal was submitted in a 
letter to the New York department to 
be considered at the department’s pre- 
legislative hearings. 


Subject To Same Abuses 


Insurance companies no less than 
banks are subject to the same abuses 
and conflicts of interest where they 
are controlled or owned by corpora- 
tions which also operate unrelated 
businesses, the brokers assert. Both 


banking and insurance are regulated 
industries which are “impressed with 
a public interest.” 


La. Approves Deviations 

Louisiana has approved fire and 
allied lines deviations of 20% for Ins. 
Co. of St. Louis and for Vanguard. 
Also approved were a 15% deviation 
on homeowners for St. Louis F.&M. 
and for State Farm F.&C., and one 
of 20% on the fire and allied lines 
portions of homeowners for Cambridge 
Mutual. 




















Here’s one time you WANT all your 
eggs in one basket 


When it comes to premium budgeting, you 
want to use the one plan that is best for you 
and your insureds. 

That plan is Afco, and it is best because it 
lets you combine all of an insured’s premiums 
—not just those of a particular company or 
group—under a single, pay-by-the-month 
arrangement. 

Probably the most important aspect of your 
independence as an agent is the freedom to 
place different coverages with various com- 
panies for your insureds. Afco, with more than 
480 subscribing agency companies, helps you 
maintain that independence—and gives you 
the complete budget package. 


Almost all individual company budget plans 





NEW YORK KANSAS CITY 

100 William St., New York 38, N. Y. 2200 West 75th St., Kansas City 15, Mo. 
BALTIMORE SAN FRANCISCO 

201 E. Baltimore St., Baltimore 3, Md. 142 Sansome St., San Francisco 4, Calif. 
CHICAGO LOS ANGELES 


327 So. La Salle St., Chicago 4, Ill. 


are limited to the policies of that company 
only. What’s more, if you are confronted with 
more than one company plan you run up 
against different forms, different instructions, 
different rate schedules—and no package. It is 
so much more practical to put all your eggs in 
one basket, and let Afco take care of it for you. 

With Afco, you get full premiums in cash 
right away, and this convenient premium 
budget plan can help you: 


«Sell more home and automobile policies 
«Sell higher limits 

*Sell more commercial policies 

*Reduce your operating costs 


Let your insureds know about the monthly 
payment package—you owe it to them. 


548 So. Spring St., Los Angeles 13, Calif. 
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V-P Post At Loyalty’s 
Western Department 


Ernest F. Richter, accounting ang 
statistical vice-president of the Loy. 
alty companies at America Fore Loy. 
alty’s western department, was hop. 
ored at a luncheon at Chicago’s Union 
League Club last week on his retire. | 
ment after 49 years of service. 

Attending, in addition to Loyalty 
western department officials, were 
Walter J. Christensen, president Loy. | 
alty companies; Byron B. Redman, 
vice-president and controller Amerj- 
ca Fore Loyalty group; retired Vice.! 
president Herbert A. Clark and fe.) 
tired Secretary Harold K. Bollan. | 

Born in Germany, Mr. Richter spent | 
his entire career with the Loyalty! 
companies. He joined Firemen’s 7 

; 


Richter Retiring From | 


1910 as a clerk, and was subsequently 
promoted to assistant cashier, cashier | 
and chief accountant before being ap-| 
pointed assistant secretary in 1931. He} 
was named secretary in 1944, 2nd | 
vice-president in 1957 and vice-pres- 
ident in 1958. 


Standard Accident Names | 
Clarke, McKeever In Ill. 


Standard Accident has _ appointed! 
James P. Clarke production mana- 
ger at Chicago and James J. McKeever | 
manager at Mount Vernon, IIl. Mr. 
Clarke joined the company in 1946 
and since 1956 has been manager at 
Mount Vernon. Mr. McKeever, with 
Standard Accident since 1946, has been 
in the Illinois field, working out of] 
Peoria since 1956. 


N. J. Awards WC In Case 


Based On Car Obsolescence | 


The appellate division of New Jer- | 
sey superior court has_ upheld an | 
award of full compensation to the | 
widow of a milk truck driver whose | 
death from coronary occlusion was | 
attributed to extra effort expended in | 
steering an obsolete vehicle. 

In sustaining the award to Mrs. ; 
Janet Oppenlander of Long Branch, | 
the court agreed that her husband's | 
demise after driving a truck which | 
had been deteriorating constituted a| 
servic.:-induced injury. i 


N. C. Assigned Risks Rise 

At the annual meeting of North 
Carolina Assigned Risk Plan in Ral- 
eigh, Paul L. Mize, manager, reported | 
that the plan received 123,678 new | 
applications in the past year, an in-| 
crease of 26%, and wrote 153,619 new | 
and renewal policies, a 50% gain. The | 
total premium credit of $7,554,464 
represented an increase of 55%, he 
said. 

Fidelity & Casualty was elected to 
the governing committee to replace 
Travelers, which resigned. 


LAW TRAINING 


for Insurance People 


You can acquire Law at home, specializing in program 
related to insurance—Law of Contracts; Quasi = 
tracts; Agency; Torts; Domestic Relations; Personal 
Property and Bailments; Negotiable Instruments; 
Guaranty and Surety; Insurance—or complete pare 
ing leading to LL.B. . Advance step by step 
spare time with help of licensed attorney instractes’ 
Full 14-volume Law library included. Low fem © 
easy terms. Free valuable booklets “Law Training 
Leadership” and “Evidence” tell complete story: 
Write today, no obligation. 

Accredited Member, National Home Study ms 

RSITY, 417 South Dearborn 

Lageane EXTENSION UNIVE! le na 
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Loss Settle- General Insurance Company of America! 
ING ment Based GENERAL INSURANCE COMPANY OF AMERICA 
Home Office: Seattle. Division Offices: New York, Atlanta, St. Louis, Dallas, Denver, Los Angeles, San Francisco, Vancouver, Canada 
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Boston Insurance Company 
Fireman’s Fund Insurance Company 
Glens Falls Insurance Company 





Great American Insurance Company 
Hartford Accident & Indemnity Co. 
Hartford Fire Insurance Company 
The Home Indemnity Company 














The Home Insurance Company 

The Phoenix Insurance Company 
Reliance Insurance Company 

St. Paul Fire & Marine Ins. Co. 
Springfield Fire and Marine Ins. Co. 
United States Fire Insurance Co. 
Westchester Fire Insurance Co. 


ome eee 
































AMERICAN FOREIGN INSURANCE ASSOCIATION 


161 William Street « New York 38, New York 


CHICAGO OFFICE . .Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DALLAS OFFICE ..... «=... +400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS ANGELES OFFICE ......... » . » 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE. ...Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


AeNATIONAL UNDERWRITER 


| Oct. 








Conventions 


11-13, Ohio agents, annual, Sheraton 
Gibson Hotel, Cincinnati. 

Oct. 11-13 Tennessee agents, annual, Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 

Cct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, 
House, Omaha. 


Oct. 18-20, Maryland agents, annual, Emerson 


annual, Town 


Hotel, Baltimore. 

Oct. 18-20, Missouri Assn. of Independent 
Agents, annual, Hotel Governor, Jefferson 
City. 


Oct. 19, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 19-20, Arizona agents, annual, Camelback 
Inn, Phoenix. 

Oct. 19-21, National Assn. of Mutual Insur- 
ance Agents, annual, Chase Park Plaza, St. 
Louis. 


Oct. 22-23, Insurance Service Assn., annual, 
Park Plaza Hotel, St. Louis. 
Oct. 26-27, Illinois agents, 60th annual, Le- 


land Hotel, Springfield. 

Oct. 26-28, California agents, annual, Biltmore 
Hotel, Los Angeles. 

Oct. 26-28, National Assn. of Independent In- 
surers, annual, Sheraton Park Hotel, Wash- 
ington, D. C. 


Oct. 27-28, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 

Oct. 29, Connecticut agents, annual, Statler- 
Hilton Hotel, Hartford. 

Oct. 29-31, Colorado agents, annual, Broad- 


moor Hotel, Colorado Springs. 


Oct. 29-31, South Carolina agents, annual, Wade 
Hampton Hotel, Columbia. 


Nov. 2-4, American Management Assn., Insur- 
ance Section, fall conference, Drake Hotel, 
Chicago. 


Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 


Nov. 15-18, Indiana agents, 
Hotel, Indianapolis. 


Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 


Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 


Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 


Nov. 19-20, Casualty Actuarial Society, annual, 
Sheraton Hotel, Chicago. 


Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & Statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 


Dec. 6-7, Arkansas agents, midyear, Hotel La 
Fayette, Little Rock. 


Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washington, 
x: Se 


1960 


Feb. 18-20, Texas Mutual agents, midyear, 
Commodore Perry Hotel, Austin. 


August 15-17, Texas Mutual agents, 
Hotel Galvez, Galveston. 


Oregon A&S Agents Elect 
W. A. Burtness President 


W. A. Burtness, general agent of 
Paul Revere Life and Massachusetts 
Protective, has been elected president 
of Oregon Assn. of A&H Underwrit- 
ers. Other new officers are C. J. Pe- 
terson, North American Accident, vice- 
president, and H. W. Trueblood, Ins. 
Co. of Oregon, secretary-treasurer. 


annual, Claypool 


annual, 


RL. NcComuck Adtenced 


Robert L. McCormack has been ap- 
pointed production manager in the 
Chicago branch office of Continental 
Casualty. 


Blocker Is Johnson & Higgins V-P 
Howard A. Blocker has been elected 

vice-president of Johnson & Higgins. 

He joined the firm in 1951 as man- 


| ager of the boiler and machinery de- 


partment and has been an assistant 
vice-president since 1953. 

Richmond (Va.) Assn. of Insurance 
Agents had George Morrissey of the 
insurance department of the U. S. 
Chamber of Commerce as guest speaker 
at the September meeting. He discussed 
the role of the independent agent in the 
competitive system. 
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durbon St.Beat 


Car Owner S all over America are watching 


...and learning about auto glass replacement ! 


Over the bridge table, in restaurants—wher- 
ever you go, you'll hear people talking 
about TV’s hottest suspense-adventure show, 
“Bourbon St. Beat”’. 

And car owners will hear commercials on 
it which say, ‘“‘“Replace broken windows with 
L-O-F Safety PLATE...the very best safety 


glass...the glass that General Motors puts in 
every window of every car made in the U.S.A.” 
The best way to please a policyholder is, 
of course, to replace auto glass with L-O-F 
whenever it’s asked for...and always to put 
L-O-F in a General Motors car. How about 
passing on the word to installers? Thanks. 


TUNE IN “BOURBON ST. BEAT”, MONDAY NIGHTS, ABC-TV NETWORK, SPONSORED BY 


*/n most cities. (Check local station schedules. J 
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Business Must Make Profit To Keep Up With Economy 


to other businesses as to equitable re- 
turn on investment in the business? 
He displayed charts which tell the 
story in graphic form, based on fig- 
ures compiled by First National City 
Bank of New York, as taken from fi- 
nancial statements of significant sam- 
ples of 69 industry groupings. One 
showing is the ratio of net income 
from all sources and after taxes to 
net assets, a rough measure of the re- 
turn on invested capital for compara- 
tive purposes, with the assumption that 
a dollar in the capital account of a 
food processor or a finance company 
has the same value as one in the cap- 
ital account of an insurance company. 


Low On Totem Pole 


Over a 20 year period, the fire and 
casualty business has been bringing 
up the rear, particularly since World 
War II. Except for 1949, stock fire 
and casualty companies were in the 
lowest quartile for every year since 
1945 among 69 industries. In the re- 
ally bad underwriting years of 1956-58, 
out of the 69 industry groups, fire and 
casualty ranked 69th, 69th and 63rd 
respectively. Investment income is in- 
cluded in this computation. 

Compared with sales finance com- 
panies, commercial banks, public util- 
ities and investment trusts—business- 
es commonly placed in the finance 
category, in the last nine years, the 
net income to net assets ratio for fire 
and casualty insurers was last four 
times and next to last five times. The 
profit ratio of sales finance companies, 
a rather new business, did not fall 
below 14.7% in the last 10 years. Fire- 
casualty in 1957 reached the low point 
of 1.8%. 


Operating Profit To Sales 


Mr. Mercer used another ratio, that 
of operating profit to sales (or pre- 
miums). Here operating profit exclud- 
ed income derived from sources other 
than regular activities—investment in- 
come, for fire-casualty—but included 
underwriting results. Long-term com- 
parisons with other enterprises on this 
basis are not particularly favorable to 


%- 


(CONTINUED FROM PAGE 1) 


the insurance business. In the last 10 
years underwriting profit to premi- 
ums earned has averaged about 2% 
for stock fire and casualty companies. 

Thus, he said, over a long period 
the fire-casualty earnings have been 
well below the profit index of most 
American industry groups. 

“Why should a business as impor- 
tant as ours settle for the position of 
low, or next to low, man on the totem 
pole,” he asked. The national econ- 
omy could not function at current lev- 
els without the protection and guar- 
anties afforded by this business. 

There may be fundamental barriers 
to achieving a return on invested cap- 
ital comparable to the most profitable 
enterprises in the economy, he sug- 
gested. For one thing, the degree of 
supervision to which the business is 
subject would discourage it. On the 
underwriting side, the business is the 
victim of inflation, with rates con- 
sistently lagging behind operational 
and claim costs. The introduction of 
trend factors in determining rates 
may be a constructive step towards 
improving this situation. But the full 
answer will come only when the busi- 
ness develops a profit consciousness 
that is expressive in various phases 
of operations. 


Unsound Practices 


Over an extended period, Mr. Mer- 
cer added, competition for volume has 
led to the development of unsound 
policies and practices which, taken 
together, can erase all chance for a 
reasonable profit. For instance, purely 
for competitive purposes and not to 
meet any great demand from insur- 
ance buyers, coverages have been 
broadened without charge to apply to 
all kinds of incidental losses which 
the average policyholder would nor- 
mally expect to bear himself. 

Even in an inflationary period, long 
term policies are issued at a fixed rate 
and at an unjustified discount. Com- 
peting for the goodwill of agents has 
prompted unjustified and unmerited 
claim payments for agency reasons. 
To curry producers, excess commis- 


sions are being paid, he declared. 
Competing for contract bond business 
has led to the extension of larger and 
larger writing lines, inevitably result- 
ing in more contractors in trouble, 
and less profit for their sureties. 

If policies designed to meet compe- 
tition result in losses in the short run 
and extremely low earnings in the 
long run, the business should look else- 
where for competitive tools, he be- 
lieves. However, no matter what de- 
vices are employed, unless the busi- 
ness instills a profit consciousness in 
all underwriting operations, in the end 
nothing will help. 

In this economy, profits pave the 
way for efficient public service, he 
declared. Service for extended periods 
of time cannot be supplied by a busi- 
ness unable to expand with a growing 
nation. To provide the capacity to keep 
pace with the predicted tremendous 
growth in the national economy, ad- 
ditional capital will be required. Tra- 
ditionally, a portion of underwriting 
profits has been retained in the busi- 
ness to provide part of this capital 
necessary for expansion. Without a 
reasonable underwriting profit, fi- 
nancing problems will be seriously 
aggravated. Lack of profits and the 
possibility of added capital from that 
source will in itself frighten off ven- 
ture funds of outside investors. 


Account Selling 


Because he has a son in the busi- 
ness, Mr. Olson said he was interested 
in coordinating the thinking of the 
agency system, so as to minimize, if 
not preclude, the continued inroads 
into the business by direct writers. He 
doesn’t believe the public wants 
stripped down coverage or service any 
more than they want a car without 
power steering and braking. It takes 
multiple company agents and their 
companies to give this top coverage 
and service. He expressed belief that 
one way to do this is consistently to 
go after accounts rather than indi- 
vidual policies. That will be a long 
step in the right direction. 

But it is not enough. Also needed 


AVERAGE ANNUAL PERCENTAGE RATES OF NET INCOME(from all sources) AFTER TAXES TO 
NET ASSETS, FOR FINANCE, PUBLIC UTILITIES AND FIRE AND CASUALTY STOCK INSURANCE 
COMPANIES-1939-1958 


20 


15 a 


10 


pret neerer anys yy i ®, 
u,, airtsna ng 
_—_ ¥ Fy aagunne tl” A od - 
ois ME te ——__ 
2 
. - 
5} oor 
al 
oF 





oe eR ae 
"1939 











SALES 
™, ff ea 
a 2 os. 
er ‘. eae *e4eq 
8 a bd Pee 
—— ow eee ce . on 
: me 
+ 
+ 
P 


seh, 
‘ 
‘ 


J = i er a 










ey 
Pees ne nee eee 


COMMERCIAL 
Baw Ks 





Tee Tae OE PSAD OD Fae y ay pyag gan en ee® 





.. 
STIR L aes’ 







fooe 
Vrmstas 
wvEsTaseT 
TAVSTS 


= s<22e— = 


FIRE + CASUALTY 
Stoce wsonkaues 
cos. 


5 ] ae a j 





19h0 1941 A9h2 1943 194 1945 1945 19h7 1946 1949 1950 1951 1952 1953 1954 1955 1956 1957 1958 


‘or at least minimize areas of disagree- 






October 9, 1959 


are intelligent analysis and coopera. 
tion between agents and companies 
in the agency system. 

It is much easier to renew bysgj- 
ness on the books than it is to get g 
new risk or to recover a lost one. He 
advised agents to abandon the habit 
of belittling competition. 

In account selling, he said, agents 
have to sell “company,” and that has 
some controversial ingredients. It js 
a dangerous thing to do unless there 
is a very sound relationship and mu- 
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tual respect between insurers and 
agents and a clear understanding of be 
who owns the business. This may fem 
seem academic to many agents. But pee 
those in the so-called branch office ba 
cities like Chicago know well that they Mi 
must constantly maintain their inde- to il 
pendent position. 
Branch Management tore! 
over 

The right kind of branch office man- | Jose 
agement will assist in this. Unfortu- | gras 
nately, all branch managers aren’t the | a he 
right kind. He said he made the state- | bow 
ment from observation and not expe- | in | 
rience. With the proper relationship | age 
between company and agent, the re- | it t 
sult will be beneficial for the cus- | inju 
tomer and in the best interest of the | awa 
agent. at 

However, Mr. Olson added, the com- | cur 
pany must fully appreciate that pres- | ow! 
ent day agency costs are at an all | whe 
time high and that to give the cus- | to 
tomer the necessary service in this | wre 
market costs real money. Agents can- | the 
not arbitrarily have commissions cut 
without a compensating saving of Oth 
some kind. I 

car’ 
Contract Bond Commissions | cra 

The gross inequity of the sliding un 
scale of commission on contract bonds | vies 
exceeding $2.5 million is a shining ex- | °” 
ample of something that should long | oa 
since have been re-analyzed, Mr. Ol- i 
son said. If this could be jointly stud- | “ 
ied with open minds, equitable read- | an 
justments would result. Another sub- | oa 
ject on which agent opinion should be the 
valuable is the question of whether a 
all assigned risk claims should be t 
combined with all other losses in de- | be 
termining auto rates for class I risks. for 
Also, is NACCA responsible for grossly | rs 
exaggerated jury awards. If so, what | ! 
is to be done about it? Again, direct | 
writers are doing a top job on adver- | p 
tising. “Why can’t we?” 

An understanding and appreciation | - 
by companies and agents of each oth- | N 
ers’ problems is paramount and that | dr 
is being developed, Mr. Olson observed. uy 
There is no reason why this move- oe 
ment shouldn’t grow into worthwhile d 
action. w 
Seeks High Level Conference : 


In his annual report, C. F. J. Har- | fg 
rington, NACSA executive vice-pres- | g 
ident, said the association still seeks 
high level company conference on the} y 
whole question of acquisition cost { jy 
factors. “We deem conference prefer- | 
able to litigation or legislation unless 
the litigation can be agreed upon,” he 
remarked. 

At a high level company conference, 
he said, reasonable men should be 
able to resolve differences of opinion 


ment, and NACSA, he said, seeks a 
positive program to solve this im- 
portant matter. 

Mr. Harrington reported that he and 
John Weghorn, of New York, director 
of the agents’ group, had attended 
several hearings held by the New York 
insurance legislative committee on 


rates and regulation which is under 
the chairmanship of Sen. Condon. 
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coopera. 
OMPanies } S 
: _| The worst problem in the business 
— a i the disregard of liability in court 
‘0 get 2} decisions, in favor of the practice of 
ne Re awarding verdicts on the basis of de- 
© habe fendants’ ability to pay. In some juris- 
1 dictions, this amounts to confiscation 
—— of the property of individuals almost 
an has at will, Clark B. Bristol, vice-presi- 
= ee dent of New Hampshire Fire said in 
ss there his talk at the annual meeting of In- 
_ mae dependent Agents Assn. of Maine at 
ers and} pockland. This situation prompts de- 
nding of fendants’ fears and leads to expedi- 
= | ent settlements. In earlier days, it 
nts. But would have been called blackmail. 
h office Mr. Bristol gave several examples 
my aen| to illustrate his point. A car was head- 
laa | ed south on the outer lane of a four 
| lane highway in New England. A mo- 
| toreyele started to pass, the car moved 
| over and caused the motorcycle to 
ce man- | Jose balance and capsize, jump the 
Jnfortu- | grass strip in the middle and light in 
en’t the | a heap on the inside lane of the north- 
ie state- | bound side. A truck was proceeding 
‘t expe- | in that lane and miraculously man- 
tionship | aged to skid to a stop 10 feet before 
the re- | it touched either the motorcycle or its 
he cus- | injured rider. When the dust cleared 
t of the | away, the truck was the only vehicle 
at the spot where the accident oc- 
he com- | curred. Suit was brought against its 
at pres- | owner. A judge—not a jury—a man 
an all | whose life is supposed to be dedicated 
he cus | to the determination of right and 
in this | wrong, found against the insurer of 
its can- | the truck in the amount of $5,400. 
ons 
ring : | Other Cases 
In another New England town, two 
| ears going in opposite directions 
| crashed and continued out of control 
sliding | until they landed in the ditch on op- 
t bonds | posite sides of the road over 200 feet 
ing ex- ; apart. While the state police were in- 
ld long | vestigating, a third car came over a 
Mr. Ol- | hill, was confused by the lights and 
y stud- | collided with the first of the two cars 
» read- | Which was the one responsible for 
er sub- | the original collision. The second car, 
ould be | being 200 feet away, motionless and in 
whether the ditch, had been innocent of the 
uld be | original collision and simply a victim 
in dew | of circumstance, but a verdict was 
I risks. | rendered against the two original cars 
grossly | for $1,500 each for the damages suf- 
what | fered by the third car: 
’ direct | But these cases were merely chick- 
adver- | enfeed, Mr. Bristol observed. Many 
involve high figures. For example, a 
ciation | granite truck, carrying a 50 ton load, 
sh oth- | WaS headed south on the free-way at 
id that | Newburgh, N. Y. at 4:30 am. The 
aeeenda driver was in the right lane, headed 
neu up hill at 15 miles per hour. His lights 
thwhile | Were on. He was following the letter 
of the law. The driver of a car which 
was behind was prepared to testify 
that a second car had passed him at 
_ approximately 80 miles per hour be- 
; fore it plowed into the back of the 
oor granite truck. 
fie Injuries were very severe to two 
aa women who were asleep in the speed- 
prefers P car. One was the owner. She had 
ial $100,000 limits, and the driver, a 
on,” he 
erence, THE OLDEST INSURANCE 
id be | | COMPANY IN THE WORLD 
pinion 
sagree- 
eeks a 
is im- 
he and 
irector 
tended 
vy York 


ee on 
under 
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cores Low View Of Ethics By Courts 


young man, had $20,000 limits. The 
case was to be decided by the New 
York supreme court, the second high- 
est court in that state. The judge 
called all parties in, asking for their 
contribution to a “package settlement.” 


Judge’s Directive 


The woman’s $100,000 insurer agreed 
to pay $90,000; the young man’s in- 
surer agreed to pay $15,000. The ques- 
tion remained of how much was to be 
paid by the insurer of the truck which 


had $100,000 limits. The company said 
it would pay nothing, but after the 
judge had shouted profane threats at 
its attorney and demanded $50,000 in 
lieu of “dire consequences,” and after 
the company realized that counsel for 
the plaintiff was a famous attorney 
who teaches other lawyers how to set 
up cases, it decided to refer the matter 
to one of the largest reinsuring 
companies in New York whose money 
was also involved. 

The president of the reinsurer was 
quite excited and most critical that 
there should be any hesitation in pay- 
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ing $50,000 to dispose of this case. 
Based upon his wide experience, he 
considered it foolish to try the case 
before that court, as the chances of 
winning would be negligible, and a 
verdict would undoubtedly be suffered 
far in excess of the $50,000 figure and 
quite possibly in excess of the policy 
limits. 

The James S. Kemper agency has 
promoted John L. Hoerber Jr. from 
2nd vice-president to vice-president 
and Joseph L. O’Rear from assistant 
vice-president to 2nd vice-president. 





important “ins” 


clients and prospects. 


If routine paper work has you spending too much 
time on your problems — and not enough on your 
client’s — get in touch with the “ 


Ag” Man. 


the “Ag” Man is in a unique position to learn the 
and “outs” of agency procedure. 
He can often suggest ways to eliminate needless 
detail, and afford you valuable extra time for your 


Just S-O-S for the Man from “Ag”... 
the company that’s Strong On Service! 


Because he works closely with many different agents, 


obligation. 














ing Combination TEAM UP with “AG”! 


As a quality agent, I could be interested in teaming up 
with a quality company. Let’s have the details without 


Firm Name... 


Address. ..... 





Desk work got you tied down? 


For the kind of help that can lighten your work load, 
and fatten your pay load, SOS for the Man from 
“Ag”... the Company that’s Strong On Service. 


Mail Coupon today for Complete “Ag” Story 


The Agricultural Insurance Co., 
Watertown, N.Y. 


Dept. N-1019 
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Robert Sias, as- 
sistant vice-presi- 
dent of National 
Casualty; Stafford 
Warner of E. H. 
Crump & Co., 
Memphis, and past 
president Insurors 
of Tennessee; Ar- 
thur M. O’Connell 
of Thomas E, 
Woods agency, 
Cincinnati, and 
Cc. W. Eberhard, 
vice-president of 
National Casualty, 
ae ‘in that company’s 
headquarters dur- 





ing the Chicago convention of NAIA. 


On 
W. K. Stringer, Atlanta agent, at the NAIA convention in Chicago with 
Stewart Smith & Co. (Ill.) executives— Harold F. Frederick, vice-president; 
James J. Mitchell, vice-president in charge of aviation; Frazier S. Wilson, 
executive vice-president, and Douglas J. Reid. 





Lloyd Morgan, hail manager of Corroon & Reynolds; George: Margrai:, 
Philadelphia agent; T. C. Parsona, Altoona, Pa., agent; R. S. McKay, Tampa 
agent, and Bernard Powell, special agent of C.&R., in Corroon & Reynolds 
Chicago Headquarters at NAIA meeting. 





\ 
\ 
In New Amsterdam Casualty’s NAIA headquarters: C. A. Sandberg and V. N. 
Mercer of that company; Mrs. Trice, Carl Crossley of the Chicago office of the 
company, and J. Norvell Trice, Richmond, Va., agent. 
\ 
ti 
@ 





Don R. Jensen and Cass Schell of Don R. Jensen Co., with D. J. Sevening, 
vice-president of Bowes & Co. in the latter’s headquarters in Chicago during 
the NAIA convention with M. A. Bradford of Jensen & Co., W. K. Ericksen: of 
Bowes & Co., Larry Skerke of the L. G. Stewart agency, and Ray White of 
Bowes & Co. 





Peter W. Freilich, vice-president of Corroon & Reynolds group at Chicago; 
John M. Owen, vice-president of the group at New York; Reginald Wilde, 
executive vice-president, and Fred Lofink, vice-president, at the group’s NAIA 


headquarters in Chicago. 





Front—J ames —-+~grge 
Woodworth, Rob- bay 
inson, Ill, agent; a 4: 
John A. Naghten, Zi 
Naghten & Co. }°hig@e@ 
agency of Chicago, “Tt 

4 






















and Rita _ Fettel, 
office manager of 
Naghten & Co. 
In the rear are 
M. A. McLendon, 
vice-president; 
Charles W. Strissel, 
assistant vice-pres- 
ident; Thomas C. 
Anderson, casualty 
and Lloyds man- 
ager, all of Nagh- 
ten & Co., and E. F. 

Delano Lawson, vice-president of Illinois R. B. Jones & Co.; Reid Cloon, Petro, assistant 
president; Cliff C. Jones, past president of NAIA and chairman of Kansas City manager at Chica- 


F. & M.; Jay Gleason, executive vice-president of Illinois R. B. Jones, and g0 Of American 
Edwin Finn, Princeton, Il., agent. group. 
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‘President; 


S. Wilson, 


and V.N. 
‘ice of the 
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Bert T. O’Brien, district representative of Coats & Burchard; Olie Mathisen, 
sales manager of Lloyd Thomas & Co.; B. J. Cronin, district representative of 
Lloyd Thomas & Co.; D. E. Bowles, president Dallas Assn. of Insurance Agents, 
and Lon Mohundro, secretary of the Dallas association, at the NAIA convention. 





Ray Soch of Laadt & Co., Chicago; William J. Laadt; Robert Thomas, Chicago 
vice-president of American group; Bert Andrews, Chicago marine manager 
of the company, and D. P. McKay, vice-president, Newark, at Ameriean’s head- 
quarters in Chicago. 





Phillip Jacobs, president Louisiana Assn. of Insurance Agents; George S. 
Middleton, Chicago broker; Ray Miller, agency supervisor of New Amsterdam 
Casualty; Jerry Goldman, Rock Island agent, and W. R. Purtell, agency 
supervisor of New Amsterdam Casualty, at the NAIA convention. 


















TRISTATE GROUP 
All Multiple Line 


Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
Midwestern Insurance Company 


Home Office 








Tri-State Insurance Building Tulsa, Oklahoma 
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Don’t give FIRE a place to start! 


@ The best time to fight fire is before 
it occurs—don'’t give it a piace to start. 
When outside workmen are brought 
into a property to do installation or 
repair jobs there is the risk that 
needed precautions against fire haz- 
ards will not be taken. The loss 
record bears this out. 

Close supervision of these work- 
men is highly important, particularly 
where combustible materials or flam- 
mables make the use of torches and 
open-flame devices extremely hazard- 
ous. Smoking in danger areas and 
tampering with fuses or electrical cir- 
cuits present obvious hazards. 


A supervisor should inspect the site 
of repair jobs before work is begun, 
and—without fail—at the end of each 
day. He should inform workmen of 
any hazardous conditions present-and 
specify safety measures to be taken. 

Many costly fires could be headed 
off by close supervision of mainte- 
nance and repair jobs. Good fire pre- 
vention practice is to recognize the 
severe hazard that these operations 
introduce into what may be a rela- 
tively fire-safe property; then to take 
the necessary steps that will reduce this 
hazard and limit the extent of possible 
fire damage. 
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INSURANCE COMPANY 


Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 
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COMPLETE AMERICAN PROTECTION 


AMERICAN 
RE-INSURANGE COMPANY 


99 JOHN STREET, NEW YORK 38, N.Y. 
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Says Agents Must Work 
For Voice In Business 


A greater voice for agents in broad 
decisions in the business was called for 
by Hillard A. Monnin, assistant sec- 
retary and director of training of Mu- 
tual of Hartford, at the fall meeting 
of Mutual Insurance Agents Assn. of 
Connecticut at Groton. 

Noting that the business is headed 
into a period of intensified competi- 
tion between direct writers and the 
agency-system companies, Mr. Mon- 





FieNATIONAL 


real value if they are provided with 
the facts on major operating problems 
and are asked for their counsel. There 
must be much closer liaison between 
agents, and companies, rating bureaus 
and commissioners. 

In order to justify a larger voice 
in broad affairs, many agents need to 
review their activities, Mr. Monnin 
emphasized. Agency service is_ the 
major difference between the agent 
and the direct writer, yet the vast 
majority of clients get little or no 
service from their agents because they 
have no occasion to file claims. A 


new and hard look at agency selling 
operations should also be taken, he 
concluded. 

Haley Named At San Francisco 

Coates, Herfurth & England, San 
Francisco consulting actuaries, has 
named James B. Haley Jr. to their 
staff. 

For the past six years, Mr. Haley 
has been actuary in the home office 
of Argonaut, and prior to that he was 
with Fireman’s Fund. He is currently 
president of San Francisco Actuarial 
Club. 


nin declared that agents can be of 





Dial Number One 


‘Call us first for all your insurance needs . . . dial 
Number One.” And in Mahanoy City, Pennsyl- 
vania, that telephone number will get you the 
Nelson T. Davis Agency. 


Seems that quite a sizeable number of Mahanoy 
City citizens do dial Number One for their insur- 
ance needs, too, because the Davis Agency is one 
of the largest and busiest in town. It’s one of the 
oldest, too . . . been in business for well over a 
half century. And for 52 years the company 
has represented Standard Accident! Now add to 
the Davis Agency the 61 other agents who have 
also represented Standard for over 50 years, the 
73 agents who have been with the Company for 
more than 40 years and you have solid testimony 
to the fact that Standard Accident is a good 
company to work with... good for a large number 
of reasons and, foremost among them is service. 


Crellin J. Davis (left above), son of Nelson T. and 
now head of the agency and Fred O. Bosworth 
(right) Manager, Standard’s Scranton Branch 
have been working together for 31 years and 
according to Mr. Davis, ‘Fred is one of the most 
respected, experienced and knowledgeable insur- 
ance men travelling this territory ...a man you 
can confidently depend on for counsel and 
assistance whenever you need it.” 
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Four Raised InN. E. 
By Aetna Casualty 


Aetna Casualty has advance | 
Charles R. Jameson and Thomas |, 
Snow from manager to general wt | 
ager at Boston and Springfield, Mass 
respectively. The appointments wat 
made in connection with the unifica. 
tion of the company’s casualty, fire 
and marine operations. 

At Springfield, Paul T. Haring, tre 
state agent, has been made manager of 
a new, unified agency department | 
Robert F. Bencks, who has been super. | 
intendent of the casualty agency de. } 
partment, will become manager of a! 
new service office to be opened at} 
Portland, Me. : 

Mr. Jameson joined Aetna Casualty | 
in 1925 and has been a special agent at 
Chicago and Boston and superinten- | 
dent of the bond department at Bridge. | 
port, Conn. He was assistant general | 
manager at New York before becoming 
manager at Boston in 1953. 

Mr. Snow, with the company since | 
1947, has been at St. Louis, Rochester, | 
N. Y., and Springfield. He was super- 
intendent of the agency department at 
Boston for 12 years before becoming 
manager at Springfield in 1954. 


. 
, 
' 
' 


Elect Peterson To Head 


Kemper Junior Board 


Harry F. Peterson Jr., director of 
publications, has been elected chair- 
man of the Kemper junior board, an 
ll-man unit which provides manage- 
ment training for young executives, 
Other new officers are Kevin B. 
O’Brien of the public relations de- 
partment, secretary, and W. Allen 
Huggard, who is assistant to Chair- 
man Hathaway G. Kemper, assistant 
secretary. 


Standard Accident Names 
Two At New England Office 


Standard Accident has appointed 
Russell C. Tibbetts casualty under- 
writing manager and Clinton I. Walker 
automobile underwriting manager at 
the New England office. 

Mr. Tibbetts joined the New England 
office in 1951 and has been in the field | 
since 1956. Mr. Walker went with the | 
New England branch in 1948 and has | 
been an automobile underwriter since 
then. 





Travelers In Move To 


New Boston Building 


Travelers has dedicated its new 
building at 125 High Street, Boston, 
and has held an open house to mark 
the move into the enlarged facilities. | 

The $7 million, 16 story structure 
will house other businesses in addition 
to Travelers Boston branch. The build- 
ing is the first to be erected in down- 
town Boston in 30 years. 


Shiver In New Post 


Esters M. Shiver has been elect- 
ed assistant secretary of American 
Southern of Atlanta. He has been di- 
rector of the Mississippi insurance 
commission. Prior to that he was 
deputy commissioner of Georgia. 


Milwaukee Cas. Adjusters Elect 

New officers of the Milwaukee Cas- 
ualty Adjusters Assn. are George Hig- 
bee, Employers Mutual Casualty, pres- 
ident; Thomas Mueller, Northwestern 
National, vice-president, and Harold 
Angleroth, General Accident, secre- 
tary-treasurer. 
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| st. Louis Sales Seminar Draws 300 


(CONTINUED FROM PAGE 8) 


ing money and we want some of it 
for ourselves.” 

H. H. Nelson, who was assistant 
manager of Travelers at Omaha be- 
fore opening his own agency at Council 
Bluffs in 1945, related “How I Sold 127 
Homeowners Policies in 30 Days.” The 
time period included the advance prep- 
aration of his selling program, the first 
step being an educational setup for 
his own staff. At regular intervals 
over a period of four months, they 
analyzed the homeowners A, B and C 
together with the comprehensive 
dwelling policy, including a complete 
analysis of the fire forms under each 
type of contract, together with extent 
of coverage and limitations under the 
theft provisions and the nature of the 
liability coverage afforded both as to 
occupied and unoccupied properties. 

In the second preparation step, the 
agency examined each client’s file 
against the city directory to deter- 
mine which owned their homes. The 
homeowners clients were tagged in the 
files with a bright green strip of 


scotch tape and all were regarded as 
prime prospects even if the agency 
only carried their auto insurance. 

Next a letter was sent to all the 
clients outlining the benefits of the 
package contract and requesting an 
early interview. Very few responded to 
this letter, but later all who were con- 
tacted acknowledged receiving the 
letter and evidenced interest in the 
idea. The next step in the campaign 
was to classify all the agency’s in- 
sured with regard to immediate or 
future contracts. All clients having a 
personal property floater were imme- 
diately contacted on the Iowa home- 
owner C. All clients with three or 
more of the basic coverages also were 
immediately contacted on the com- 
prehensive dwelling policy. 

This immediate drive picked up 
some 100 package policies. In the mean- 
time as each monthly renewal list was 
prepared, each dwelling policyholder 
was marked as a prime _ prospect 
for the package plan. Persons 
having two or more coverages other 
than dwellings were classified as prime 


' prospects for personal interviews. The 


a (Hay 
Insurances 


We are 
specialists in 
all forms of excess 

covers — general liabilty, 
aviation, fire and specialty 
forms, including umbrella. Our 

competent, experienced 

staff is able to provide 
» realistic quotations. 


& 


Remember 
that unprecedented 
jury awards highlight 
the wisdom of advising your 
assureds to carry insurances 
which provide adequate 
limits and cover all 
known and unknown 
hazards. 
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third category classified as prospects 
were those with just household goods 
or just personal liability coverage. 


Amazed At Number Of Converts 


‘We have been amazed at the num- 
ber of these clients that have been 
converted to package policies,” .Mr. 
Nelson said. He added that his agency 
is now past the 800 mark in package 
policies placed and they are conti- 
nuously amazed at the results of sav- 
ings both in time and effort, not to 


_ mention the increased earnings that 
-. have been developed by the program. 


The average premium developed on 
a three-year basis, is $219.30. Forty- 
seven percent of the policies written 
were prepaid on a three-year basis and 
53% on a three year annual payment 
or budget basis. 

“We estimate that we have elimi- 
nated 638 unprofitable contracts and 
substituted therefor the profitable 
package premium,” he said. He: con- 
tended that it is impossible to write 
a package policy that will not prove 
profitable to the agent. The time 
saved in tying several policies to- 
gether in one transaction is apparent, 
and since most agencies have an item 
cost average of $8, with others ranging 
up to $12, it doesn’t take a mathe- 
matician to figure out the financial 
advantages of conversion to package 
policies. 


Stresses Need For ‘Pro’ 


Early in his talk Mr. Nelson stressed 
that it takes a “pro” to sell this type 
of insurance, and he expressed doubt 


f that agents for the direct writing com- 

- panies will ever master the technique. 
| He said that there are many independ- 
j ent agents in Iowa who haven’t sold a 
» package policy as yet. 


He said he liked the challenge of 


' meeting competition for business. He 
| added there 
_ Council Bluffs, a city of 45,000 popula- 
_ tion with 461 licensed agents and 


is plenty for him in 


many of them selling the package 
policies. 

“It is my opinion,” Mr. Nelson con- 
tinued, “that if you are well informed 
on the coverages available, make it 


, easy for the prospect to understand, 





Toensmeier Adjustment Service has 
opened a new office at 801 Hamilton 


_ Street, Allentown, Pa., under the man- 


agement of H. B. Kuntz. The company 
has 16 offices in five eastern states. 


pick a package policy that is flexible 
to the client’s needs and affords the 
broadest possible protection, present- 
ing it clearly and concisely as to the 
benefits and cost, make it possible for 
him to pay on an installment basis, 
that you can’t fail to place a higher 
percentage of these contracts than you 
have been doing heretofore.” 

A homeowners policy panel, mode- 
rated by John Brodhead Jr., had as 
members William H. Crandall, St. 
Louis manager Aetna Fire; Thomas 
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Lefterson, state agent Royal-Globe 
group, and Harold Williams, produc- 
tion manager American. 

The function of the panelists turned 
out to be answering questions from 
the floor, instead of attempting to 
present their own views on the home- 
owners. 

At the luncheon session the speaker 
was T. R. Armstrong, president Sales 
Executives Assn. of St. Louis and 
president Huttig Sash & Door Co. of 
St. Louis. His subject was “Better 


Kingsley, St. Louis fire manager Standards of Living Through Better 
Travelers Indemnity; Stephens L. Selling.” 
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an IMPORTANT part of 


OFFSHORE OIL 
INSURANCE 


INSURANCE AGENTS and brokers know 
the importance of experienced handling in 
arranging proper coverage, and how much 
proper servicing of losses can mean to the 
insured. In most cases they will recommend 
placing the insurance on offshore oil drilling 
and. production equipment with a special- 
ized market such as Southern Marine which 
is located in the hub of the oil industry in 


here. 


Important too is Southern Marine’s unique Loss 
Prevention Service. Included in offshore cover- 
age at no extra cost, it is geared to work with 
the insured in preventing loss in an effort to 
(1) reduce future insurance costs, and (2) pre- 
vent equipment down-time. Even with full re- 


or damage, equipment 
knocks out income. Ask 


those who use our Loss Prevention Service how 
well it works for the insured. 


SERVING INSURANCE AGENTS AND BROKERS ONLY—NO DIRECT BUSINESS 
ONE OF THE SOUTH’S LARGEST SURPLUS LINE OFFICES 


SOUTHERN MARINE 


& AVIATION UNDERWRITERS, INC. 
610 Poydras Street, TUlane 5266, New Orleans 12 


STENTZ W. L. TREADWAY 


Vice President 











HieNATIONAL UNDERWRITER 


Editorial Comment 


Fewest Questions About Insurance 


It may be disconcerting to the in- 
surance business to learn that of the 
total number of requests received by 
American Management Assn. for in- 
formation on current management 
problems, insurance ranks lowest 
among subjects. On the other hand, 
perhaps the business should take com- 
fort from this statistic. Apparently 
insurance is giving management the 
fewest problems. From this it might 
be assumed that the business—com- 
pany and producer—is satisfactorily 
taking care of the insurance needs 
and problems of American business. 

American Management Assn. re- 
cently studied all requests for infor- 
mation during one month. There were 
1,700 inquiries. Subjects were broken 
down into AMA’s divisional structure. 
Several hundred requests were dis- 
regarded because they were general 


inquiries about AMA activities; re- 
quests for addresses or other data on 
specific executives or companies; or 
inquiries about book titles, authors 
and publishers. 

The inquiries dealt 39% with per- 
sonnel, 14% with general management, 
11% with finance, 10% with market- 
ing, 9% with manufacturing, 6% with 
office management, 5% with research 
and development, 4% with interna- 
tional management, 1% with packag- 
ing, and 1% with insurance. There 
were 13 inquiries about packaging and 
12 about insurance. 

Of the 12 requests for information 
on insurance, three dealt with bene- 
fits, three with organization, two with 
principles of insurance management, 
and one each with buying, coverages, 
pension systems, and self insurance. 
—K.O-F. 


A Courteous Reminder 


Courtesy is the heart of communi- 
cations—spoken or written. This rule 
is generally observed in social affairs; 
less so in business. 

Take the matter of news releases. 
Courtesy to the reader—for whom 
they are prepared—demands that they 
be complete, concise and timely. Yet 
every day, publications receive re- 
leases that are marked by gaps in 
pertinent information and an excess 
of unessential data. If, for example, 
a man has joined a company in an 
important position, the reader would 
like to know his specific background 
—what organizations he has been 
with previously, his functions with 
them, and his length of service. It is 
not enough to say that he has been 
active with unspecified firms in his 
particular field of activity. That is 
obvious, for otherwise he would hard- 
ly be stepping into a responsible post 
with the new company. By failing to 
give a new man’s exact background, 
his new employer detracts from the 
man’s prestige, fails to receive credit 
for its own wisdom in bolstering its 
staff with a well qualified man, and 
exposes its ignorance of the funda- 


mental rule of communications—cour- 
tesy. 

Within the past several years, some 
insurers seem to have learned this 
lesson. They have transformed their 
news releases into intelligent presen- 
tations—not for the convenience of 
editors—but in the interest of readers. 

A company, of course, has the right 
to prepare its news releases in any 
form it chooses. This does not imply 
a consequent obligation on the part of 
a publication to print them in that 
form. The publication’s primary re- 
sponsibility is to its readers. Giving 
them an incomplete or ambiguous 
story is a definite disservice—just as 
provision of inadequate coverage by 
an insurer is indefensible. 

A company can circulate its news 
internally to employes by bulletins 
which reveal or conceal facts to the 
exact degree that management de- 
sires. However, although employes al- 
so deserve courtesy in communica- 
tions, they are not wholly dependent 
upon it. Often they have already 
learned the essential facts of a given 
situation through the grapevine, while 
various members of management are 


still struggling with a bulletin which 
will tell the story in a “politic” way. 
When the bulletin finally is distribut- 
ed, it is often greeted with snickers 
instead of the anticipated acceptance. 

While it is astonishing that some 
professional insurance men seem to 
prefer the role of amateur semanti- 
cists, no one can question their right 
to play with words to their heart’s 
content in connection with internal 
bulletins. It is essentially a harmless 
pastime—though expensive—since, as 
noted, employes usually get the facts 
through speedier channels. 

As also observed, no one can ques- 
tion a company’s right to issue news 
to outside publications on its own 
basis. But it may be a service to some 
companies to remind them that out- 
side readers have no grapevine, that 
they must depend upon publications 
for facts, and that publications, in 
turn, have only one source of such 
data. The solution to the problem is 
usually simple: Entrust the prepara- 
tion of news releases to the profes- 
sional person on the company staff 
who is responsible for that func- 
tion. Make sure he is the right person. 
Subject him to checking and guidance 
only on essential matters of company 
policy. And never permit the well 
meaning but amateur “writers” 
among management to dabble in 
words for news purposes, any more 
than they would be allowed to roam 
through the accounting division, in- 
terpolating figures between those of 
the specialists. Words are even trickier 
than numbers, and people who know 
how to use them are much rarer than 
accountants.—J.N.C. 





Personals 


Frank C. Gittinger, local agent of 
San Antonio and past-president of 
Texas Assn. of Insurance Agents, was 
reelected to a fifth term as president 
of National Catholic Central Union of 
America at the annual meeting in 
San Francisco. 


Arthur Randol, San Antonio agent, 
was appointed foreman of the Bexar 
county grand jury Sept. 8 and will 
serve in that capacity through Nov. 8. 


R. B. Jordan, supervisor of Home’s 
metropolitan engineering and inspec- 
tion department, received an award 
from the executive committee of the 
British Safety Council for his interest 
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and help in furthering England’s safe. 
ty program. President Eisenhower jg 
the only other American to receiye 
this award. 


Byron S. Reid Jr., partner in Bacon, 
Whipple & Co., securities investmen} 
firm of Chicago, has been elected ty 
the board of Passavant Memorial Hos. 
pital there. 


Deaths 


Mrs. LOUIS H. TROUT, whose hus. 
band is a former president of In. 
surance Board of St. Louis, died of g 
stroke at DePaul Hospital, St. Louis, 
Mr. Trout is with the Ploeser, Watts 
agency of Clayton. 


DAVID G. HANCOCK, partner of 
Brame, Ward & Hancock, Montgom- 
ery, Ala., general agency, died. He 
had been in insurance 40 years and 
with W. G. Ward bought the Brame 
general agency in 1936. 


C. NORMAN GREEN, 61, secretary- 
treasurer of Hoosier Casualty, died of 
a heart attack at his desk. He had 
been ill off and on for some time but 














| 


: 


| 


had recovered to the extent of return. | 


ing to work full time. With the com- 
pany 37 years, he was active in the 
work of the Health Insurance Assn, 
was a former trustee of Insurance 
Economics Society, and had served in 
the offices of the Indiana Accident 
& Sickness Assn. 


FRANK L. EMERICK, 83, retired 
special agent of Fireman’s Fund, died 
at his home at Seattle of a heart at- 
tack. Mr. Emerick was in the busi- 
ness for 41 years until his retirement in 
1941. In his younger days he was a 
prominent member of the U. S. Polo 
Assn. 


WALTER H. SMITH, 87, died in 
the hospital at White Plains, N.Y. He 
was one of the founders of Theodore 
H. Smith & Co., New York City 
brokers. 


ALBERT V. RADCLIFFE, 58, dis- 
trict superintendent of casualty claims 
of Springfield F.&M. at its William 
street, New York City office, died at 
his home in Passaic, N.J. 


J. CLYDE WALKER, 70, Statesville, 


N. C., agent, died while visiting a son 


at Hollywood, Fla. 


DAVID W. T. CARROLL, 65, ad- 
juster for Fireman’s Fund at Cran- 
ford, N.J., for 28 years, died at a 
Plainfield hospital after a long illness. 


BENJAMIN N. ANDERSON, 92, who 
retired in 1940 as owner of the agency 
bearing his name in Chicago, died in 
LaGrange (Ill.) Community General 
Hospital. His two sons, Benjamin Jr. 
and Roger Sr., continue to operate the 
agency, which is located in the Insur- 
ance Exchange building. 


NORTON P. DAVIS, for many years 
an associate of the D. W. Davis agen- 
cy of Ocala, Fla., died suddenly in 
his hotel room at Chicago. He was 
enroute to Florida from Rochester, 
Minn., where he had been at the 
Mayo clinic. In Chicago, he stopped 
off to visit J. P. Hoffman, Cook County 
manager of National Union, one of 
the companies represented by the 
Davis agency. This had been his prac- 
tice for a number of years when in 
the city. 


C. FRANCIS McCARTHY, 55, for 
15 years with Underwriters Adjust- 
ing, died at St. Francis Hospital im 
Indianapolis. 


oe 
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illinois Storm Gets 
Catastrophe Serial 04 


The tornado and windstorm damage 
in north central Illinois, as well as 
s of Missouri and Iowa, which 

was reported in last week’s issue has 
been revised upward, and National 
Board of Fire Underwriters has given 
catastrophe number 04 to the north 
central Illinois section, including Cook 
County. 

Western Adjustment alone has re- 
ceived 2,100 claims averaging $150 in 
Cook County. These were wind losses. 
At tornado-stricken Monmouth, where 
WAB has set up a special storm office, 
1,500 claims were received averaging 
200. 
; Upward-revised number of losses in 
Illinois for Aurora, Dixon, Elgin, Mo- 
line, Peoria, Quincy, and Rockford in 
that order are 500, 400, 200, 400, 600, 
500, and 1,000 averaging about $50 in 
each location. At La Salle there were 
1,000 losses at $100. 


Sharp Joins Dallas Agency 


William E. Sharp has joined the 
Jones-West & Johnson agency of 
Dallas. He has been fire and marine 
manager at Dallas of American group. 

Mr. Sharp for 18 years was with 
Frank Rimmer & Co. general agency 
until 1957 when he joined American 
as marine manager at Dallas. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
















































135 S. LaSalle St., Chicago, October 6, 1959 
Bid Asked 
$ $ 
Aetna Casualty 170 175 
Aetna Fire 624 64 
Aetna Life 244 248 
American Equitable 392 41% 
American (N. J.) .......... 25% 26% 
American Motorists . 19% 21 
American Surety .......... 18% 20 
Boston 31 32 
Continental Casualty «0... 123% 126 
MR Oe WOTBOE on niccs ce ccccccccsorsesesee 6812 7042 
Federal 57% 59 
Fireman’s Fund 53 55 
General Reins. .... 85 87 
Glens Falls .......... 29% 30% 
Great American .. 37 38 
Hartford Fire ........ 174 177 
Hanover Fire ...... 374 39 
Home of N. Y. 47% 49 
Ins. Co. of No. AMETICA .......e.0.00000 118 120 
Jersey Ins. 31 33 
Maryland Casualty o......ccccccssssesse 33 3412 
25a 31% 32% 
_ —-  \ aeeee 130 134 
National Union ........... 38 40 
New Amsterdam Cas, oo... 44 46 
BURP FUIIDONIIES oo ascesccsecssccecccooecccecs 41% 43 
ee 35 3642 
I 30 31% 
SS ae 72 74 
“ee 18 19% 
Reins. SN, Sy Sere 19% 21 
Rel 45% 47 
4 ae See 53 55 
Springfield F. & M. ... 29% 31 
Standard Accident 54 55% 
Travelers .. 84 86 
| | \ =e 31% 33 
| eae 2742 28% 
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$8 Million, 26,500 
Losses For Gracie 


Early estimates place at 26,500 the 
number of insured losses that will 
result from hurricane Gracie, which 
struck the Carolinas last week. The 
insurance loss is expected to run be- 
tween $7 and $8 million. About half 
the losses are in and around Charles- 
ton, S.C., with Beaufort reporting 
4,500. The Charleston and _ coastal 
losses will average $300 inland losses 
a little less. 

National Board promptly put its 
catastrophe plan into operation but 
did not open a_ supervisory office. 
Donald Sherwood, assistant general 
manager of the board, was on the 
scene for several days. 

General Adjustment Bureau had 
140 extra adjusters available for use 
in South Carolina but did not expect 
to move that many into the affected 
areas. The independent adjusters 
moved in 75 extra men. 

Robert Lusk of Mutual Loss Re- 
search Bureau, Chicago, flew to the 
storm area to establish a checking of- 
fice for bureau members, and Vincent 
Hopkins of the new england mutuals 
set up a temporary office in Charles- 
ton. Both put into effect catastrophe 
programs. 

It is estimated that 50% of the 
business in Charleston is written by 
mutuals. One local mutual insurer had 
4,000 losses as a result of the storm. 

Allstate put its catastrophe plan in- 
to operation. 

One thing which added to the con- 
fusion was the introduction some 
months ago of a $50 windstorm de- 
ductible in South Carolina. This was 
originally filed as a mandatory deduc- 
tible but the insurance department 
insisted upon a buy back provision. 


Federation Lunch Set 


Insurance Federation of New York 
at its annual luncheon in the Waldorf- 
Astoria, New York City, Nov. 19, will 
hear Lt.-Gov. Malcolm Wilson. This is 
traditionally one of the largest insur- 
ance affairs of the year, usually at- 
tracting 1,500 to 1,800. 

George F. Avery, vice-president of 
U.S.F.&G. at New York and chairman 
of the executive committee of the fed- 
eration, has appointed Albert E. Mez- 
ey, New York City, chairman of the 
luncheon committee, and Edward W. 
McAndrews, partner in hall & Hen- 
shaw, New York, vice-chairman. 


Ohio Claims To Open New Branch 
In Cincinnati; Black Is Manager 

Ohio Claims Service will open a 
new branch office in Cincinnati at 813 
Schmidt Building on Oct. 15. John A. 
Black has been named manager. Mr. 
Black has had nine years of Cincin- 
nati claims experience, five with Hart- 
ford Accident and four with Trinity 
Universal. 








UNDERWRITERS REINSURANCE SERVICE, INC. 
1371 PEACHTREE STREET, N. E., ATLANTA 9, GA. 


TELEPHONE 
TRINITY 2.4737 


TREATY- FACULTATIVE 
EXCESS -CATASTROPHE 
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Reinsurance only 


CABLE ADDRESS 
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EAST TO WEST 


... and north to south. The long haul trucker serves the 
entire country with a nationwide net of swift reliable ship- 
ment for merchandise of every description. Today long 
haul trucking is big business! Do you as a producer include 
this vital phase of commercial transportation in your 
prospect list? 


Here at Geo. F. Brown & Sons, long haul truckers physi- 
cal damage specialists will provide you with the latest in- 
formation, then heip you tailor specific coverage for your 
trucker-assureds, regardless of the hazards involved. Yes, 
for long haul physical damage, it pays to consult — 


GEO. F. BROWN & SONS, INC. 
175 West Jackson Bivd.+*Chicago 4*WAbash 2-4280 
116 John Street « 


New York 38 e¢ WOrth 4-0745 
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 ynenican Equity 
INSURANCE GROUP 


Executive Offices: 901 N.E. Second Avenue 
Miami, Florida 
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Full Committee List Of NAIC Is Announced 


(CONTINUED FROM PAGE 13) 


Thomas Thacher, 
Gold, North 


sales and _ loans: 
New York, chairman; 
Carolina, vice-chairman. 
Subcommittee on credit life and 
credit A&H model bill legislation: 
Joseph S. Gerber, Illinois, chairman; 
Thurman, Kentucky, vice-chairman. 
Laws and legislation committee: 
Joseph S. Gerber, Illinois, chairman; 
Thacher, New York, vice-chairman. 
Subcommittee on organization, own- 
ership and certification of insurance 


companies: Edmon L. Rinehart, Ala- 
bama, chairman. 

Subcommittee to study and review 
state insurance laws: C. Judson Pear- 
son, West Virginia, chairman. 

Subcommittee to study and review 
the principle of extra-territoriality as 
applied to state laws and their ap- 
plication to the regulation of insur- 
ance: Francis R. Smith, Pennsylvania, 
chairman. 

Non-profit 


hospital and medical 


service associations or similar organi- 
zations committee: Francis R. Smith, 
Pennsylvania, chairman; Hunt, Okla- 
homa, vice-chairman. 

Subcommittee on the problems of 
reimbursement formula between hos- 
pitals and service associations: F. 
Douglass Sears, Maryland, chairman. 

Subcommittee to study greater 
standardization of Blue Cross and 
Blue Shield regulations: Thomas 
Thacher, New York, chairman. 

Rates and rating organizations com- 
mittee: F. Britton McConnell, Cali- 
fornia, chairman; O’Connell, Idaho, 
vice-chairman. 
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123 WILLIAM STREET, NEW YORK 38, N. Y. 
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Subcommittee to study sta 
rating and filing problems of m | 
line contracts: Thomas Thacher, Ney 
York, chairman. 

Subcommittee on group fire ang 
casualty insurance: William E. Gra 
Nebraska, chairman. 

Subcommittee to study schedule ol 
ing plans and plans of rate Chats} 






tions from savings in expense: Charles 
L. Manson, Wisconsin, chairman. 
Subcommittee to review fire ang 
casualty rating laws and regulations 
Joseph S. Gerber, Illinois, chairman, | 
Valuation of securities committee: 


4 





William A. Sullivan, Washington 
chairman; Grubbs, Nebraska, vice 
chairman. 


Subcommittee on valuation of se 
curities: Thomas Thacher, New York 
chairman; Grubbs, Nebraska, vice. 
chairman. 


Iowa Capital Stock 


Assn. Elects Flanagan 


John J. Flanagan, North British, 
has been elected president of Iowa 
Capital Stock Insurance Assn. Other 
officers are Fred Reiner, Springfield 
F.&M., vice-president and Virgil Day 
Aetna Fire, secretary-treasurer. 


Specify Maximum Rates 
For Credit Cover In Neb. 


Commissioner Grubbs of Nebraska 
has notified companies writing credit 
life and credit A&S of maximum 
rates he will allow for those coverages 
unless experience indicates a higher 
rate is required. 

For credit life on which premiums 
are paid monthly, based on the amount 
of unpaid indebtedness, the permis- 
sible rate is $1.16 per $1,000 of insur- 
ance in force, while rates other than 
monthly will be the actuarial equival- 
ent of that rate. 

For credit A&S coverage providing 
benefits after the 14th day and re 
troactive to the first day, for prom- 
iums paid in one sum for coverage 
during the entire period of indebted- 
ness, the rate per $100 of initial indebi- 
edness will be $2.20 on 12 monthly 
installments, $3 for 24 months, $3.80 
for 36 months, $4.30 for 48 months and 
$4.70 for 60 months. 


Ca 
So 
ica 








The legislature at the last session 


enacted a bill giving the department | 


regulaticn of the credit lines. 


Adjuster Opens In Charleston 

Adjusters Associated Inc. of Clarks- 
burg, W. Va., has opened an office at 
200 Morrison Building, Charleston, W. 
Va. Stephen B. Harrell will be in 
charge. 





FIRE - CASUALTY 
STATE AGENT OPENINGS 
$9,000 = $7,000 
Ohio Mul. Line State Agent $9,000 
Chicago Bond Special Agent $9,000 
East Marine-State Manager $8,500 
Ky. Casualty State Agent $8,000 
Wisc. Fire Agent $7,500 
South Casualty State Agent $7,500 
Southeast Fire State Agent $7,000 


Comprehensive selection Special/State 
Agent openings available all major areas 
of the country. Majority of these openings, 
employer pays service charge and moving 
expenses. Confidential handling all inquir- 
ies. Write for "HOW WE OPERATE”. No 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 








330 S. Wells St. Chicago 6, Illinois 
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Monte Carlo Meeting 
Is Successful One 


At this year’s rendezvous in Monte 
Carlo 29 countries were represented. 
South Africa, Colombia, Greece, Mex- 
ico and Monaco were not represented, 
put Chile, Hungary, Tunisia and Ur- 
uguay were. There were 636 regis- 
tered, compared with 612 a year ago. 
Five U.S. insurers had delegates on 
the scene and 10 U.S. brokers attend- 
ed. Brokerage firms were not as nu- 
merous as last year, 133 against 141, 
but delegates were 234 against 232. 
Bulk of companies were either French 
or Italian, and London brokerage 
firms were predominant. 

Two papers were presented, one by 
Marcel Henry, president of a French 
group of casualty underwriters, on 
the development of third party auto 
liability insurance in France, and the 
other by M. Cuny, who explained the 
development of fire business. Rates 
on factories were reduced in 1952 by 
about 20% under government pres- 
sure, he said. 


French Also Interested 


The information contained in those 
papers was intended for foreign re- 
insurers but French underwriters 
took a keen interest. Comite Europeen 
des Assurances had several working 
meetings in Monte Carlo. They were 
the permanent commission for atom- 
ic energy risks, the committee on the 
common market with a special com- 
mittee on transport insurance, and a 
fire insurance group. 

One observer said that U.S. busi- 
ness was offered at the rendezvous 
and was refused. U.S. brokers were 
on hand to obtain Continental busi- 
ness for U.S. companies. He stated 
that “the utility of this gathering has 
been amply demonstrated by the fact 
that the delegate of National Iran 
Ins. Co., which has withdrawn its 
business from the London market, 
found in Monte Carlo representatives 
of new reinsurers, mainly from be- 
hind the Iron Curtain.—L. Tytens. 


Agent Deplores Loss Of 


Citizens Via Accidents 

Albert D. Kahn, local agent at 
Poughkeepsie, N. Y., recently pub- 
lished the following advertisement in 
the local newspapers: 

Please, Everyone: This will only take 
a minute or so to read. During the 
past week we have experienced a very 
tragic period for many families. The 
unusual number of deaths and injuries 
from automobile accidents in our area 
is indeed appalling. We beg and urge 
everyone who drives a car to use a 
little more care—a bit more caution 
and just a little more common sense. 
We in this office are not solely inter- 
ested in insurance. We are desirous 
of seeing our community a safer, saner 
and better place to live. 


Study N. Y. Laws 


New York’s legislative committee 
on insurance rates and regulation held 
another session in New York City. In- 
dustry representatives generally ex- 
pressed favor for the suggested modi- 
fications in financial requirements of 
insurers expressed by Alfred J. Boh- 
linger, former New York superintend- 
ent and now a New York City attor- 
ney, in his recent testimony before 
the committee on behalf of North 
America and National Assn. of In- 
dependent Insurers. Where standards 
differ between fire and casualty com- 
panies. Mr. Bohlinger recommended 
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uniform treatment according to the 
least onerous standard. 

The committee will hold another 
session Nov. 9 and go into rating. It 
is making a general study of the prop- 
erty and liability insurance laws of 
the state to determine whether the 
legislature ought to revise them, in 
view of multiple line developments, 
since they were passed or amended. 


Fla. Commissioner Calls 
Hearing On Credit Life, 
Disability Rules Oct. 19 


Commissioner Larson of Florida has 
called a hearing to consider promul- 
gation of credit life and disability 
coverage regulations. The hearing will 
be held Oct. 19 in Tallahassee. 

In a notice to companies and asso- 
ciations, Mr. Larson drew attention to 
that section of the new Florida insur- 
ance code which provides for the 
commissioner to disapprove policy 
forms and withdraw previous approv- 
al thereof if the benefits provided in 
the policy do not bear a reasonable 
relationship to premiums charged. The 
hearing, he said, will include as a 
subject for discussion what constitutes 
a reasonable standard. 


Two Veterans Retire 


From Aetna Casualty 


Martin M. Higgins and Frank J. 
Hanratty, secretaries of the marine 
division of Aetna Casualty and Stand- 
ard Fire, have retired. 

Mr. Higgins joined the organization 
50 years ago and served at Philadel- 
phia and as manager of the home of- 
fice ocean marine department before 
becoming secretary in 1940. He has 
been a director of American Institute 
of Marine Underwriters and U.S. Sal- 
vage Assn., and was on the board of 
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managers of American Hull Insurance 
Syndicate. 

Mr. Hanratty, with the group since 
1920, became inland marine manager 
after several years in the field. He 
was named secretary in 1940. He has 
been chairman of various committees 
of Inland Marine Underwriters Assn. 
and of Inland Marine Insurance Bu- 
reau and was on the executive com- 
mittee of the Registered Mail Central 
Bureau. 


Reinsurance Corp. of New York has 
been licensed in Montana. 





Charles A. Pollock, 
President 





Service Beyond The Treaty 


Intelligent Reinsurance Analysis 


FIRE - CASUALTY + TREATY - FACULTATIVE 


REINSURANCE 4... 9, 


CHICAGO 4, ILLINOIS - 141 W. JACKSON BLVD. 
WABASH 2-7515 


* 








Liability 


330 South Wells St. 





* WORKMEN’S COMPENSATION AND ° 
OCCUPATIONAL DISEASE 


* COMPREHENSIVE GENERAL LIABILITY 


* Owners, Landlords and Tenants Public * 


¢ Manufacturers and Contractors including 


John Fahrenbach, President 
George F. Connors Jr., Vice President 
Robert L. Brody, Vice President 


METROPOLITAN INSURANCE COMPANY 


A STOCK COMPANY 


dedicated to the 


AMERICAN AGENCY SYSTEM 


Specialist in 


Contingent and Contractual Public ¢ PLATE GLASS—50/50 AND FULL 
Liability and P.D. COVERAGE 

¢ Products Public Liability and Property * BOILER AND MACHINERY 
Damage ¢ BURGLARY 


- Chicago 6, Ill. - 


Elevator Public Liability and Property 
Damage 


¢ All Forms of Malpractice Including 
Beauty Shops 


Liquor Liability-Loss of Means of 
Support and Property Damage 


¢ AUTOMOBILE—FULL COVERAGE 


Telephone WEbster 9-5225 


Wallace J. 
John X. Breslin, Asst. to Pres. 
Daniel J. Whiteford, Cas. Mgr. 


Stenhouse, Jr., Secretary 
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Has Special Angles On Farm Selling 


The trend in farming is toward spe- 
cialization—in dairying, in cattle or 
hog-raising, and in grain farming 
Many farm owners and operators have 
formed their own corporations and are 
farming more land on that basis. The 
big factors in this development are 
the cost of production and the in- 
creased investment in the farm unit, 
Keith Stokes of Shelbyville, Ill., told 


at Chicago. 

According to Prairie Farmer Mag- 
azine, he said, in Cook County the 
investment per farm is $42,185; in 
Kankakee county $56,298; in McLean 
County $77,407; and in Piatt county 
$102,060. This investment per farm 
unit continues to rise. With this in- 
creased investment and higher costs 
of production, the farmer is purchas- 
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get more of this business. 

Some agents get themselves in- 
volved in explaining the 80% coin- 
surance clause, Mr. Stokes noted. He 
finds that the simplest way to handle 
this is to take an inventory of the 
personal property first. He may find, 
for example, that the value is $20,000. 
Then he tells his client that his val- 
ues will probably fluctuate. Mr. Stokes 
observes that the client may get a 
new combine, a corn-picker, or some 


the rural and small lines agents’ ing more and more insurance to safe- {feeder eattle; or he may store more 
breakfast at the annual meeting of guard his business. crain or hay next year than this year. 
National Assn. of Insurance Agents The problem for agents is how to The client invariably agrees that he 
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Homeowners Policy Promotion Kit 


The Homeowners Policy Promotion Kit makes it 
easier for ambitious Hartford Group producers to 
acquire new business and to upgrade the coverages 
of present customers. Another example of the extra 
special support you get regularly when you represent 
the Hartford Group. 


HARTFORD!” 


Fire Insurance Company 


GROUP 4 


Protection for family... | 9 
home...car... business 


It’s packed with information and loaded for sales! 


Hartford’s new Homeowners Policy Promotion Kit 
contains just about everything a sales-minded pro- 
ducer needs to advertise and sell the exciting values 
available in today’s broad, flexible Homeowners 
coverage: 


Preview postcards and direct mail folders, a series 
of eighteen radio commercials from 15 seconds to 
one minute long, newspaper ads, publicity releases, 
window posters, blotters, cost comparison chart, pol- 
icy writing guide . . . each of them packed with selling 
specifics about this new Homeowners Policy! 









HARTFORD FIRE INSURANCE COMPANY + HARTFORD ACCIDENT AND INDEMNITY COMPANY ° HARTFORD LIVE STOCK INSURANCE COMPANY 
CITIZENS FNSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. * THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 
MASS. ' NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y. * TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2, MINN. 
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may do all these things. 

Then Mr. Stokes points out that the 
80% coinsurance provision Provides 
that the value of the personal property 
may increase 20% or, in the example 
given, up to $24,000, and if there is, 
loss, the company will pay the actugj 
cash value of the property damagey 
or destroyed, up to the limit of the 
policy—or $20,000. Thus the client wij 
have coverage for new equipment, o 
anything else that he may purchase 
as long as his inventory does not ex. 
ceed $24,000. The farmer understand; 
this, because his inventory fluctuate 
from season to season. So, instead of 
writing the policy for 80% to value 
Mr. Stokes writes it for 100% to value 

Mr. Stokes also “pushes” Coverage 
for the grain farmer under the crop. 
hail form. He explains the cost of this 
coverage on a per acre basis. For ex. 
ample, corn production in an area 
may average $100 gross income per 
acre, and the manual rate is $20 a 
thousand. Mr. Stokes tells the pros. 
pect that the cost is $2 an acre. This 
makes a lot more sense to the pros. 
pect than quoting $20 a thousand. 


Meets Auto Competition 


He has a simple method of explain. 
ing the price of auto insurance, com- 
pared with that of a direct writer. If 
the client drives a Ford, Mr. Stokes 
observes that it is the custom line or 
Fairlane line. Then he asks the client 
why he bought this model when he 
could have bought the cheapest model 
the dealer sells. The client will say 
that his selection was superior or had 
better equipment. Then Mr. Stokes 
points out an analogy in insurance 
buying. The customer bought a cus- 
tom line car because it’s better; he 
should buy “better” insurance even 
though it costs a little more. 


Harris, Pacific Of N.Y. 
Portland Chief, Retires 


George E. Harris has retired as 
manager of Pacific of New York 
group at Portland, Ore., and John W. 
Watson will succeed him. Oren Ashe 
becomes office manager in charge of 
underwriting. 


Oregon County Agents Elect 
Washington County (Ore.) Assn. of 
Independent Insurance Agents has 
elected Paul Falco president, succeed- | 
ing Keith Wilcox. Jerry Wieber is! 
vice-president. 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability and 
get-up to get the job done adequately. 
PROMPT SERVICE—Payroll and other casualty 
audits by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bldg. 

DES MOINES, IOWA ¢ Phones CH 3-8649, CH 3-8640 

1OWA @ MINNESOTA ¢ DAKOTAS ¢ NEBRASKA 

MISSOURI ¢ ILLINOIS © WISCONSIN * INDIANA 

MICHIGAN ¢ © OKLAHOMA @ COLORADO 
NEW MEXICO - 
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Ellis, Soderstrom 


Raised By American 


American has advanced C. R. Ellis 
and W. G. Soderstrom to superinten- 
dents in the head office data process- 
ing department. Each will head a unit 
of the field of this department. 

Mr. Ellis joined American in 1958 as 
assistant superintendent in the con- 
troller department. He began his in- 
surance career with Fidelity & Cas- 
ualty. Later he was with American 
Casualty for 19 years. 

Mr. Soderstrom started with Amer- 
ican in 1934 as office manager at 
Rockford, Ill., and later held the same 
post at the head office. In 1945 he 
returned to Rockford as assistant man- 
ager in charge of systems, procedures 
and internal operations, the position he 
held until his promotion in 1957 to 
assistant branch manager at Chicago. 
He was transferred to the head office 
earlier this year. 


lowa Mutual Tornado Marks 


Its Diamond Anniversary 


Iowa Mutual Tornado of Des 
Moines, the oldest state wide wind- 
storm mutual in the U.S., has pub- 
lished a booklet marking its 75th an- 
niversary. The company was orga- 
nized to handle the wind business of 
local county mutuals which in the 
early days were reluctant to take 
these risks. 


Salem (Ore.) Agents Elect 

Salem (Ore.) Assn. of Insurance 
Agents has elected Vernon Wadsworth 
president, succeeding Ray C. Yates. 
Richard J. Gahlsdorf is vice-president 
and Clarence M. Byrd was reelected 
secretary-treasurer. 


FeNATIONAL UNDERWRITER 


Barns Retires In Ia.: 
U.S.F.&.G. Names Three 


U.S.F.&G. has advanced Robert H. 
Wood from executive assistant in the 
claim department to assistant agency 
director for the southern territory at 
the home office. 

B. H. Roberts, manager at Dixon, 
Ill., has been named manager at Des 
Moines to succeed D. Wesley Barns, 
who has retired after nearly 40 years 
with the company. Mr. Roberts is suc- 
ceeded as manager at Dixon by Paul 


E. Murphy, presently agency super- | | 


intendent there. 

Mr. Wood joined the company in 
1943 as a claim adjuster. He was at 
Little Rock, San Antonio and Nash- 
ville before going to the home office 

Mr. Roberts began with U.S.F.&G. 
at Baltimore in 1930 in fire and marine 
underwriting. Later he was _ special 
agent at Columbus, Toledo and De- 
troit. He was named assistant secre- 
tary of F.&G. Fire at Chicago and 
served as manager until the company 
was merged with U.S.F.&G. in 1952, 
when he was appointed assistant man- 
ager of the combined offices. In 1955 
he became manager at Dixon. Mr. 
Murphy has been at Dixon since 1955, 
as special agent and later agency su- 
perintendent. Prior to that he was at 
Chicago. 

Mr. Barns joined the company in 


1920 as casualty superintendent at | 


Omaha, after experience with Iowa 
Compensation Service Bureau. He was 
transferred to Des Moines in 1921 and 


was special agent and assistant man- | 
in | 


ager 
1942. 


before becoming manager 


St. Louis chapter of CPCU will hold 
its annual seminar for insurance buy- 
ers Oct. 22 at Washington University. 
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Report On Operations 
Of Iowa AR Plan 


Manager Robert L. Hilton of the 
Iowa Automobile Assigned Risk Plan, 
reporting on operations from July 1, 
1958, threugh July 1, 1959, shows total 
applications in that period, new and 
renewal, 14,975 for which the plan 
issued 6,141 new assignments and 
4,672 renewals while 3,639 were re- 
turned for correction and 523 were re- 
jected. 

The plan had 9,724 policies in ef- 
fect as of July 1, 1959. 
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In the policy year 1957, the latest 
available, bodily injury net writings 
were $233,234 and incurred losses 
$266,339, a loss ratio of 114.2%. Prop- 
erty damage premiums were $185,- 
816 and incurred losses $154,030 for 
an 82.9% loss ratio. 

For the three years ending with 
1957, the BI writings were $572,311 
and losses $690,420 (120%), and PDL 
premiums were $504,261 and _ losses 
$415,911 (82.5%). 

The five leading auto BI writers in 
Iowa in 1957, in order, were Farm 
Bureau Mutual, State Farm Mutual, 


insurance needs in the light of complete 
protection calls for professional skill. The 
independent insurance agent is an expert 
in many kinds of insurance protection, 
including those provided by the U.S.F.&G. 


Select and consult your independent 
insurance agent or broker as you would 
your doctor or lawyer. 
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USF&G 


CASUALTY—FIRE—MARINE INSURANCE e FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. + Fidelity Insurance Co. of 
Canada, Toronto + Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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Allied Mutual Casualty, Employers 
Mutual Casualty and State Auto & 
Casualty Underwriters. 


Dixie 1752s Conduct Clinic 

The annual educational clinic of 
Dixie 1752 Club at Jackson, Miss., at- 
tracted a turnout of 150. Speakers in- 
cluded Frank Watson, Mississippi 
State University; Harold Roost, Michi- 
gan Millers Mutual; Donald Rollins, 
Lumber Mutual Fire; Andrew Robert- 
son, Crawford & Co.; Grover Ander- 
son, Casualty Reciprocal, and David 
Flemming of New Orleans. 


A new series of 
compelling U.S. F.&G. 
ads like this. . . in 
THE SATURDAY 
EVENING POST, 
TIME, U. S. NEWS 

& WORLD REPORT 
.. . IS currently 
building still 
greater public 
respect for the 
independent agent. 
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Cites Concern Over 
Letters Of Indemnity 


Marine underwriters are Seriously 
concerned over the practice among 
U.S. shippers of issuing letters of jp. 
demnity in order to obtain “clean” 
bills of lading on cargo shipments 
In a report to the conference of Inter. 
national Union of Marine Insurance 
in London, Emil A. Kratovil, president 
of Carpinter & Baker and vice-pregj. 
dent of American Institute of Marine 
Underwriters, said the practice was 
only too common in the USS., singe 
cargo owners thus were able to ex. 
pedite both shipment of goods, ang 
payment under letters of credit. 

Since the underwriter is often up. 
aware of the existence of a letter of 
indemnity, and the conditions which 
gave rise to it, the possibilities of 
heavy and unexpected claims are 
apparent, he said. In addition to the 
underwriters, shippers are often una. 
ware of the letter of indemnity, singe 
in many cases it is issued in their 
behalf by a forwarder. There is here 
of course, an apparent failure to dis. 
close a material fact, which might 
tend to vitiate or void the policy of 
insurance. However, it would be dif. 
ficult to convince an insured that he 
had any obligation to reveal a fact 
of which he had no knowledge at the 
time of declaration of the risk. 


Other Observations 


Mr. Kratovil said inadequate pack- 
aging was often a contributory fac- 
tor. It is not surprising that the car- 
rier would note defective packages on 
the bill of lading, for his own protec- 
tion. He added that in such cases it 
is not uncommon for shippers to issue 
a letter of indemnity, in return for 
which the carrier is willing to issue 
a clean bill of lading, thus allowing 
the shipper to collect his funds. 

Mr. Kratovil found some encourage- 
ment in the ruling of the court of 
appeal in England that a letter of 
indemnity issued in order to obtain a 
clean bill of lading was unenforceable 
at law. This ruling stated that courts 
would not enforce an agreement for 
which the consideration was an un 
lawful act—the issuance of a clean bill 
of lading while fully aware of a de 
ficiency. One judge commented that 
if purchasers and banks felt that they 
could no longer trust bills of lading, 
the disadvantages to the commercial 
community would far outweigh any 


conveniences provided by the giving | 


“clean” bills of lading against indem- 
nities. 


Jury Awards In Chicago 
Total $308,000 In Sept. 


Cook County Jury Verdict Reporter, 
which summarizes personal injury de- 
cisions in all courts in Chicago and 
Cook County, reports that from Sept. 
1 through Oct. 2, 35 verdicts have 
been handed down of which 19 held the 
defendant not guilty and 16 were guilty 
verdicts producing damage awards 
totaling $308,900. 

Ten of the guilty verdicts were im 
contested cases and the damages 
awarded totaled $101,900. Six verdicts 
were in ex parte cases in which 
awards totaled $207,000. In the 16 
cases won by plaintiffs, total dam- 
ages sought were $609,750. 

Automobile Claims Assn. of New 
York held a dinner meeting recently 
at DePalma’s Restaurant. Sol Bendet, 
principal examiner of the complaint 
bureau of the New York insurance de- 
partment, spoke on his unit’s function. 
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i i joined the company in 1951 as a spe- 

North America Raises cial agent at Los Angeles. Before that, 

i Parker And Tschudy he was with Pacific Fire Rating Bu- 
North America has named William reau. 

M. Parker and James M. Tschudy as- Mr. Tschudy, who will supervise 


rate 





business in Wisconsin and the Mich- 
igan upper peninsula, joined the com- 
pany in 1950. He has most recently 


been marine special agent in Wiscon- 
; 7 


sistant managers at the Los Angeles 
and Wisconsin service offices, respec- 


tively. ‘ 
Mr. Parker has been assistant man- 
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Victor A. White of Hammond, Ind.; Peter Ridebaugh of Kewanee, Ill.; Harry 
0. Eckert, vice-president of American Casualty; Horace F. Mason, Rock Island 
agent, and George C. Henke, American Casualty production manager, in 
American Casualty’s hospitality suite during the NAIA convention in Chicago. 





In Fidelity & Deposit’s headquarters at the NAIA convention: Back row— 
Julian Neal, vice-president at Chicago; Fred Cochran, Memphis manager; 
D. L. Buckler, vice-president; Hugh Bloodgoed, assistant manager at Milwaukee, 
and John Gardner, manager of the agency department. Front row: Raymond 
R. Jones, Ronald W. Fuerman, and Joseph L. Burke, assistant managers. 
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HOME OFFICE 
309 West Jackson Boulevard 
Chicago 6, Illinois 
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Celina Mutual Makes 


Nine Claims Changes 


Celina Mutual has made nine chang- 
es in its home office and field claims 


departments. 
George Zoller, formerly Celina 
branch claims manager, has been 


transferred to the home office as 
physical damage claims examiner. He 
has been with the company 10 years. 
He is replaced at that branch by James 
Mallory, who has completed home 
office training. 

Robert L. Zartman and Loren W. 
Reynolds have been named to the 
Canton branch. Each has three years 
of adjusting experience with other 
companies. Edward Baur joins the 
company at the Youngstown branch. 
Blakely Diller, in the business 11 


STUART BUILDING 
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years, moves from Youngstown to the 
Cleveland branch. Victor J. Osyk, with 
four years of experience, is also as- 
signed to that branch. -s 

Robert Dowds and Herbert Ottey, 
with seven and three years of expe- 
rience respectively, have been assigned 
to the Dayton branch. 


To Report On NAIA Rally 

Carl H. Johnson, new president of 
Minnesota Assn. of Insurance Agents, 
who headed a delegation of more than 
30 Minnesota representatives to the 
national association convention in Chi- 
cago, will discuss “The Independent 
Insurance Agents and Highlights of 
the National Insurance Agents Con- 
vention” at the October meeting of In- 
surance Club of Minneapolis. 
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Gilchrest Advanced In 
Royal-Globe Data Unit 


Royal-Globe has elected Gordon 
Gilchrest assistant secretary. He will 
assist E. T. Kyllo, secretary, in the 
administration of the data processing 
division. 

Mr. Gilchrest joined the group in 
1946, and since 1954 has been in the 
electronic program, most recently as 
manager of research. 
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Mortgage Guaranty And 
Affiliate To Offer Stock 


Mortgage Guaranty Ins. Corp. and 
Guaranty Insurance Agency of Mil- 
waukee have filed a joint statement 
with Securities & Exchange Commis- 
sion to register 40,000 and 10,000 com- 
mon shares, respectively. 

The stock will be offered to selected 
executives of mortgage lending insti- 
tutions in units of four shares of Mort- 
gage Guaranty common and one share 





Wolverine Mutual of Dowagiac has 
been licensed in Indiana. 


of Guaranty Ins. common at $115 per 
unit. The two companies have sub- 


stantially identical shareholders. Mort- 
gage Guaranty owns 7,472 shares of 
Guaranty, and the latter owns 640 
shares of the former. 

Proceeds of the sale will be used to 
finance the expansion program of 
Mortgage Guaranty and to provide 
additional capital for funding agents’ 
commissions of Guaranty agency, the 
sales organization of the joint venture. 

The midwestern department of 
Pacific Indemnity has moved to new 
offices at 4233 Roanoke Road, Kansas 
City 11. 











* ADT Automatic Protection pro- 
‘vides us with dependable safe- 
guards against fire in every sec- 
tion of our plant, We are happy 
to relate that we are obtaining 
this protection at a saving of ap- 
proximately $12,000 annually.” 


Assistant General Manager 


THE CLEVELAND CRANE & 
ENGINEERING CO., Wickliffe, Ohio 


Uses ADT 
protection and 


saves *12,000 a year! 


World-famous for its line of overhead cranes, overhead materials handling 
equipment, and Steelweld press brakes and shears, Cleveland Crane must keep 
production rolling to meet the big demand for its products. 


To safeguard property, profits, and the 


232.000 square feet of plant space is equipped with automatic sprinklers, 
backed up by ADT Automatic Protection which summons the fire department 


whenever the sprinklers operate. 


This efficient fire-fighting combination makes it possible to obtain greatly 
improved protection at lower cost by rearranging the hourly patrols required 
in a plant of this size, effecting a saving of $12,000 a year. 


lower expense than less effective methods. 





Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE 


Executive Office: 


You, too, can enjoy better protection and substantial savings through use 
of ADT Automatic Protection Services. Whether your premises are old or new, 
sprinklered or unsprinklered, the appropriate combination of ADT Automatic 
Services will protect you against fire, burglary and other hazards—and at 


Call the ADT office listed in your phone book, or write our Executive Office. 


155 Sixth Avenue, 
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Smith Decries Cuts In 


Pa. Department Funds 


Following the action of the Penn. 
sylvania senate appropriations com. 
mittee in reducing the insurance de. 
partment’s budget by $63,000, Com. 
missioner Smith said that his depart. 
ment will be seriously affected, par. 
ticularly with regard to the Proposed 
plan to regulate A&S rates. The bulk 
of the department’s expanded Pro- 
gram lies in this area, Mr. Smith de 
clared, and if the reduction is sys. 
tained, the attorney general’s directive 
to regulate A&S rates will be Mean. 
ingless. 

Mr. Smith also noted that the com. 
mittee had deleted from the budget 
$100,000 for the governor’s hospital 
study commission. This amount would 
have covered only a small part of 
the indicated cost of well over $309. 
000. Interested groups, including Blue 
Cross and Blue Shield, have pledged 
at least $200,000. If the senate does 
not appropriate $100,000, it will be 
impossible to discover the reasons for 
the continuing rise in medical care 
costs in Pennsylvania, Mr. Smith de. 
clared. 


Great American Fetes One 


Of Four Brother Agents 


Harvey E. Godard, West Hartford 
Conn., was honored by Great American 
at a luncheon in Hartford in obser- 
vance of his 25th anniversary of com. 
pany representation. Porter B. Godard, 
a brother who operates an agency in 
Canaan, Conn., and also represents the 
company, was a guest. 

Two other brothers are agents in 
Akron, and represent Great American. 


Southern Cal.-Arizona 


Fire Engineers Meet 


Southern California-Arizona chap- 
ter of Society of Fire Protection En- 
gineers heard John H. Colton, dis- 
trict engineer of Pacific Board, at the 
September meeting at Los Angeles. 


New Surety Insurer Is 


Organized In Wisconsin 
George A. Fait, for 10 years in 
charge at Madison for Hartford Ac- 
cident, and F. H. Rolfsmeyer, bonding 
special agent in Wisconsin for Hart- 
ford Accident for 2% years, are or- 
ganizing a new company, Capitol In- 
demnity. As soon as approval is re- 
ceived from the Wisconsin Securities 
department, 200,000 shares of stock 
will be sold at $2.50. Mr. Fait and Mr. 
Rolfsmeyer intend to get the company 
under way by Jan. 1, specializing in 
all types of fidelity and surety bond- 
ing. Later, they intend to expand 
into fire and allied lines on dwellings 
and then enter general insurance. 
Among the proposed directors of 
Capitol Indemnity are P. Kendall 
Bruce, president of Federal Under- 
writers of Madison; A. S. Arneson of 
the Ellis-Arneson agency of Madison; 
Arthur Coffey of the Coffey agency 
of Appleton, and Warren Veeder, 
Milwaukee agent. 


Allstate Appoints Seven 

Allstate has appointed Joseph J. 
Kopsick underwriting manager at Hat- 
rison, N.Y.; W. Boyd Christensen man- 
ager at Sacramento; Mary F. Failor 
assistant personnel manager at Phila- 
delphia; David P. Godwin planning 
manager at Santa Ana, Cal.; James 
S. Chapmen, sales manager at Dallas, 
Russell F. Egerdie planning managet 
at Vancouver, B.C., and Bertram 
Mokros at Menlo Park, Cal. 
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Home Raises Buchheit, 
two Others In Claims 


Home has made three appointments 
in its loss-claim department. Charles 
g. Buchheit Jr. has been named assis- 
tant general claims manager, and 
Thomas D. Crittenden and Ralph R. 
Kidd territory managers of the west- 
em and southern units, respectively. 

Mr. Buchheit joined Home in 1949 
as claims superintendent at Pittsburgh. 
He was transferred to the home office 
in 1957 and appointed territory man- 
ager in 1959. Mr. Crittenden and Mr. 
Kidd have been with the company 
since early this year. 


Series Of Agents’ Clinics 
Conducted By Gopher 1752s 


A series of agents’ educational 
clinics were conducted by Gopher 
(Minnesota) 1752 Club at Rochester, 
Mankato, Marshall and Willmar. 

Latest trends in auto policies were 
discussed by R. C. Madson, Iowa Hard- 
ware Mutual, and John Skurdalsvold, 
Employers Mutual Casualty. A fire in- 
surance review was given by John 
Cummings, Austin Mutual, who cov- 
ered builders risk policies; Stanley 
Schaefer, Farmers Home Mutual, re- 
porting form policies; and W. H. Tif- 
fany, Home Mutual, homeowners. 
There was also a general fire panel dis- 
cussion. 


E. J. Blake Leaves Bond 
Post Of United Pacific 


Edwin J. Blake, assistant superin- 
tendent of the fidelity and surety de- 
partment of United Pacific, has re- 
signed. He has been with the bond 
department seven years. His succes- 
sor will be Vaughn R. Brown. 


Argonaut Names Special 

Elwood T. Banning has been named 
special agent in the southern Califor- 
nia division for Argonaut. He began 
in insurance in 1948. 
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Eyes Field Man’s Role 
In New Market Plans 


A state agent in the midwest writes: 


Your reports of the various company 
sales programs are informative and 
interesting. Certainly 


that agents in one fell swoop will turn 


their offices upside down and immedi- | 


ately latch on to any sales manager’s 
bright ideas. Even worthy, practical, 
competitive programs will require some 
down-to-earth selling at the agency 
level. 

In most of your reports it 
man to do the promotion and selling 


job in the field. 
Management Problem 


Merely renaming the field man a 
salesman, marketing expert, or mer- 
chandiser will not change the picture. 
While most field men would be found 
capable of the job, and their knowl- 
edge and understanding of agents, 
their problems, their ambitions and 
their personalities is a definite asset— 
yet, they must be given the status that 
goes with the position they are ex- 
pected to fill. 

This is a management problem 
which cannot be solved by field men. 
This is the problem that has led to the 
beating the field men have been get- 
ting recently in published statements 
by some company officials and by 
some agents—all because they are 
expected to carry out two full time 
jobs, one as service representatives 
under pressure from every home office 
department and the other as produc- 
tion experts, without adequate leader- 
ship or modern sales training. Too 
often, they are directed to peddle an 
impractical plan or program—one 
which does not meet the needs of the 
agent. In addition to two full time 
jobs, field men are also advertised by 
their managements as agency adver- 
tising men, direct mail experts and 
agency management counselors. 
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Field 


Mo. Capital Stock, 
Fire Prevention 
Groups Meet Jointly 


JEFFERSON CITY, MO.—The Mis- 
souri homeowners policy came in for 
a great deal of attention at a joint 
meeting here of Missouri Capital Stock 
Assn. and Missouri State Fire Preven- 
tion Assn. 

Speaking at the joint dinner, Berger 
Lothgren, executive assistant, Western 
Adjustment, Chicago, gave the field 
men information on the new package 
policy which he said should reduce 
their over-all insurance costs while at 
the same time improving their pro- 
tection. 

A panel discussion on the home- 
owners plan followed Mr. Lothgren’s 
address. Comprised of James B. Mar- 
key, Travelers; Edward Thomas, Aetna 
Casualty; Phillip Bevan, Aetna Fire; 
James Buford, Hanover; George A. 
Allen, Western Adjustment; Willard 
Brown, Missouri Audit Bureau, and 
Art Oppenheimer, Missouri Inspec- 
tion Bureau, the group discussed in 
detail various situations in which the 
new policy may be applied. 

Although the evening meeting had 
been scheduled to end at 9 p.m., the 
subject proved so _ interesting that 
when Thomas Kingsley, Travelers, 
who was presiding, announced it was 
9 p.m., no one left the room and the 
session lasted long after the original 
closing time. 

The following day, the two associa- 
tions held separate meetings. The fire 
prevention association announced that 
the first town inspection of its new 
fiscal year would be held in Wash- 
ington, Mo. Others are _ tentatively 
scheduled for Savannah and Edina. 
Programs for fire prevention week 
were also outlined. 

The capital stock group heard Wil- 
lard Brown speak on “The Deferred 
Payment Plan for the Missouri Home- 
owners Policy.” President Kingsley 
said that during the coming year the 
association will stress educational pro- 
grams relating to various phases of 
the business. The public relations 
committee also made its report. 


Isaacs Succeeds Scales As 


Ark. Fire Prevention Chief 


Max Isaacs, Home, was elected pres- 
ident of Arkansas Fire Prevention 
Assn. at a special election to succeed 
the Iate Ned Scales, who died earlier 
this month. George Lewis, W. M. 
Apple & Co. general agency, was ad- 
vanced to Ist vice-president, and Wil- 
liam Burgin, U.S.F.&G., is 2nd vice- 
president. George H. Fletcher, Royal- 
Globe group, succeeds Mr. Burgin as 
secretary, while Richard C. Allison, 
Trezevant & Cochran, remains as 
treasurer. 


Argonaut Names Fiebiger 

Lee Fiebiger has been named man- 
ager of the southern California divi- 
sion for Argonaut. He entered the 
surety business in about 1945. 


Gammage To Texas Field 


Pan American F.&C. has appointed 
James E. Gammage Jr. special agent 
for the Houston and coastal territory 
of Texas. He succeeds James P. Red- 
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ding, who has resigned to accept an- 
other position. Mr. Gammage, neph- 
ew of the late T. E. Gammage Sr., 
founder of Pan American, has been 
in the safety engineering and under- 
writing departments. 


Central Mutual Names 


Special Representatives 

Jack A. Ward and Arthur W. Graebe 
have been appointed special repre- 
sentatives by Central Mutual of Ohio. 
Mr. Ward, an insurance major graduate 
of Bowling Green State University, 
O., has been assigned the southeast- 
ern Ohio territory and will work out of 
the home office. Mr. Graebe, in the 
insurance business 10 years, will han- 
dle western Oregon and_ western 
Washington. 


Byron Ward Heads Denver 
ML Office of Glens Falls 


Glens Falls has opened a multiple 
line service office at Denver with 
Byron R. Ward as 
manager. He will 
be assisted by J. 
Arthur Dain, spe- 
cial representative. 

Mr. Ward has 
been with Glens 
Falls since 1938 
when he started as 
special agent in 
charge of the Col- 
orado and Wyom- 
ing territory, and 
two years later was 
promoted to state 





B. R. Ward 
agent. 

Mr. Dain joined Glens Falls in 1941 
and has had underwriting and field 
training in Ohio, New York and Michi- 
gan. 


Sun Group nee Stronach, 
White, Trumbull In South 


Sun-Atlas-Royal Exchange has ap- 
pointed Thomas A. Stronach execu- 
tive field supervisor for North Caro- 
lina and Virginia, with headquarters 
at Raleigh. William A. White, North 
Carolina special agent, will be assis- 
tant to Mr. Stronach. Thomas C. 
Trumbull has been named Virginia 
specia! agent at Richmond. 


Cowan In Texas Field 

American has appointed Jerry L. 
Cowan special agent at San Antonio. 
He entered insurance with America 
Fore as an underwriter and fire rate 
engineer and was appointed special 
agent at San Antonio with that com- 
pany in 1957. 


MacKenzie At Nashville 


Hartford Accident has appointed 
Thomas A. MacKenzie bond special 
agent at Nashville. He joined the com- 
pany in 1958 at Kansas City. 


Chapin Named In Pa. 

Phoenix of London has appointed 
Robert F. Chapin special agent for 
eastern Pennsylvania. He will be under 
the supervision of L. L. Denson, man- 
ager at Philadelphia. He was former- 
ly in the same field for Maryland 
Casualty. 


Albany Field Men Elect 


The newly combined Albany Casu- 
alty, Surety & Fire Field Clubs have 
elected Arthur Landry, Hartford Fire, 
president; John A. Shuttleworth, Bos- 
ton, and Donald J. White, North Bri- 


tish, vice-presidents; John Atwater, 
Travelers, treasurer, and Charles Fritts, 
Royal..(globe, secretary. 


Trinity Universal Names 
Steinshouer In Wis. Field 


A. A. Steinshouer has been ap- 
pointed Wisconsin special agent of 
Trinity Universal. He will work out 
of the Milwaukee branch office, op- 
erated as the L. C. Dobbert general 
agency. Mr. Steinshouer entered in- 
surance in 1953. He joined Trinity 
Universal last May and was in mul- 
tiple-line training in the home office 
until his appointment to Milwaukee. 


St. Paul F.4M. Names Two 


In Colorado, Nebraska 


St. Paul F.&M. has appointed Rich- 
ard L. Cotherman special agent in 
Colorado and Jack R. Cory special 
agent in northeast Nebraska. Mr. 
Cotherman will work out of Denver 
and Mr. Cory out of Omaha. 


Boles To Little Rock 


For Commercial Standard 

Commercial Standard has appointed 
John A. Boles Jr. manager at Little 
Rock. He joined the company in 1946 
and has been special agent at Oklahoma 
City. 


Phoenix Of London 
Names Sheard In Ark. 


Phoenix of London has appointed 
Glen B. Sheard state agent for Ar- 
kansas. He was formerly manager for 
Commercial Standard at Little Rock. 


Kennally In Ky. Field 


Hartford Accident has appointed 
John T. Kennally special agent at 
Lexington, Ky. He joined the com- 
pany in 1957 at the New England of- 
fice in Hartford and later was trans- 
ferred to Cincinnati. 


Hendon In Ohio Field 


Trinity Universal has appointed Dan 
Hendon fidelity and surety special 
agent for Ohio, and he will work out 
of Columbus. He joined the company 
in 1955 and has been a trainee. 


Vandiver Is Colo. Special 
Phoenix of Hartford has appointed 
Harry Vandiver special agent in Col- 
orado. He was in the company’s Den- 
ver district office prior to attending 
the home office multiple line field 
training school earlier this year. 


Buffalo Field Men Elect 

Buffalo Insurance Field Club has 
elected Raymond J. Nice, Great 
American, president; John Ebdon, 
Royal-Globe, vice-president; Charles E. 
Hall, Springfield F.&M.,_ secretary, 
and Myles Rowan, St. Paul F.&M., 
treasurer. 


Lethbridge With General F.4&C. 

General Fire & Casualty has ap- 
pointed Harry C. Lethbridge state 
agent for Long Island, N.Y. He was 
formerly special agent for Atlas in the 
same general territory. 


Bomb Squad At St. Louis 


Capt. Thomas Moran and Sgt. John 
Walsh of the bomb and arson squad 
of St. Louis police department, will 
be speakers at the Oct. 12 meeting 
of the St. Louis pond of Blue Goose. 
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A&S§ 


Gives A&S Industry 
Record On Coverage 
Of Drugs, Medicines 


NEW YORK—Virtually all hospitaj 
expense policies provide coverage tg 
help pay the costs of drugs and medi. 
cines, Gerald S. Parker, A&H secre. 
tary of Guardian Life, told a hearing 
of the Metcalf committee, which jg 
examining the question of including 
the costs of drugs in medical care 
pre-payment plans. 

In addition, Mr. Parker told the 
committee, major medical expense 
policies cover drugs and medicine 
“whether the policyholder is in the 
hospital or not.” He spoke on behalf 
of Health Insurance Assn. 

“What we are doing in this field 
now is just about everything that we 
have been asked to do,” he said. 
“Pretty nearly every kind of coverage 
can be provided. If the demand js 
there and the willingness to pay the 
premium is there, the industry can 
make the coverage available. If some- 
body wants more coverage for drugs 
and medicines than our companies are 
now providing, I’m sure they have 
but to ask and it will be offered.” 

After expressing his belief that very 
few people really have large drug 
bills which are unexpected and un- 
predictable, Mr. Parker said he thought 
that most such bills are or can be 
covered by presently available health 
insurance. 

He said that the position of the in- 
surance business is that insurance 
and hospital care and loss of income 
are primary needs. Insurance against 
the costs of drugs and medicine, he 
said, is probably a secondary need. 

“We are doing a whole lot about 
meeting both the primary need and 
the secondary need,” Mr. Parker stated, 
“There is really an enormous part of 
this bill paid by insurance.” 


Needless Hospital Care 
Hit By Randall; Calls 
For New Study Group 


The medical profession’s time and 
the insurance industry’s dollars are 
often wasted on needless hospital care 
these days, A. W. Randall, group di- 
vision vice-president Mutual Benefit 
H.&A., asserted at the September 
meeting of College of American Path- 
ologists in Chicago. Such waste is un 
necessary inasmuch as the field a 
pathology has provided a means of 
early and accurate diagnosis, he said 

The industry and the pathology as 
sociation should form a study group if 
an effort to provide “realistic benefits 
for outpatient care,” he recommended 
Low-cost outpatient benefits are im 
possible without closer cooperation 
between the two. 

He stated that the rise in medical 
costs was due mainly to inflation. I 
creased premiums for group insurane 
have been suggested as the answer to 
this problem by many, he noted, but 
said that he did not think “simply 8 
increasing premiums we can reduc 
our loss ratio.” . 

His own group division decided on 
a claim research department sev 
years ago, he said. With the aid of & 
tensive statistical analysis of clai@ 
trends, the department carries on 
educational program to insured ei 
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ployes, policyholders and the medical 
profession in areas affected. This serv- 
ice has resulted in lessening the ef- 
fect of spiraling costs, he stated. 

Public understanding is necessary. 
People must realize that companies 
puffer financial loss—they do not cover 
every penny of it. They must under- 
stand that many afflictions can be 
treated without costly hospitalization, 
he concluded. 


Elect Callahan Head Of 
Wisconsin A&H Assn. 


Thomas E. Callahan, Time of Mil- 
waukee, Milwaukee, has been elected 
president of Wisconsin Assn. of A&H 
Underwriters to succeed Harold Fair, 
Inter-State Assurance, Madison. 

New vice-presidents are Alfred E. 
Perego, National L.&A., Milwaukee; 
Edward L. Dunn, Time of Milwaukee, 
and Norman Kleist, Continental Cas- 
ualty, Eau Claire. Leo E. Packard of 
the Packard-Carson agency, Milwau- 


kee, is secretary, and Charles B. 
Stumpf, Illinois Mutual L.&C., is 
treasurer. 


The officers and directors held their 
first meeting of the new season at 
Milwaukee and were also guests at 
the luncheon of the Milwaukee asso- 
ciation. Luncheon speaker was Rollie 
M. Slotten, Inter-State Assurance, Des 
Moines, and president of the Iowa 
association. 


Standard Accident Names 
Saunders A&H Assistant 


Standard Accident has appointed 
Kenneth D. Saunders executive assis- 
tant in the A&H department. He joins 
the company with more than 10 years 
experience in general administration 
and marketing of A&H. 


Group Health Mutual 
Gets OK From Jensen 


ST. PAUL—Commissioner Jensen of 
North Dakota, who recently cancelled 
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the licenses of 60 agents of Group 
Health Mutual of St. Paul following 
complaints from policyholders in his 
state, has announced after a meeting 
with company officers that he is sat- 
isfied the company is financially re- 
sponsible and is processing North Da- 
kota claims as rapidly as possible. Mr. 
Jensen visited the home office of Group 
Health Mutual and said he is sure the 
company will make refunds where 
indicated. He said the company also 
is giving credit for premiums paid but 
not remitted in full by the former 
North Dakota agents. 


Lansing Area Leaders 
Attend IAAHU Seminar 


A leadership seminar of Interna- 
tional Assn. of A&H Underwriters for 
the Lansing, Mich., region was attended 
by 30 officers of seven chapters. Oak- 
ley Baskin, Buffalo, president of 
IAAHU, headed the group which con- 
ducted the school. Sixteen similar 
meetings are scheduled throughout 
the country. 


Grant 24% Rate Increase 


To Canton Blue Cross 


Hospital Services Inc. of Canton, O., 
has been granted a 24% increase in 
hospitalization rates, effective Nov. 1. 
This will make the rates equal to those 
of Toledo and Youngstown but about 
10% below those of Akron and Cleve- 
land. 

The raise was called necessary be- 
cause of the continued rise in hospital 
charges and salary increases for hos- 
pital employes, according to Richard 
Parker, executive director, who said 
the company had lost almost $200,000 
in the first half of 1959. 


Washington, D.C., Blue 


Shield To Increase Rates 
Medical Service of District of Colum- 

bia (Blue Shield) while raising its 

rates as much as 33% effective Dec. 
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with our new product 


THE MUNICIPAL PROPERTY FLOATER 
POLICY 


PREMIUMS AVERAGE OVER $2000. PER POLICY SOLD 


WRITE our 


Sales Department 


You'll like the New York Underwriters Insurance Company 


12. William Street 


The Company With 





4 Sales 


New York 


FORCE In The Field 


1, will, at the same time, extend cov- 
erage under its plan to include sur- 
gery in non-hospital facilities, includ- 
ing a doctor’s office or a patient’s 
home. 

Family surgical-medical will go up 
from $4.94 to $6.46 a month. Rate in- 
creases are comparable to those insti- 
tuted last year by Group Hospitaliza- 
tion, the area’s Blue Cross organiza- 
tion. 

As a result of changes in both 
Blues, total bills will show increases 
ranging from less than 4% to more 
than 16%. 


Bob Feller To Address 
Indianapolis A&H Assn. 


Bob Feller, former star pitcher of 
the Cleveland Indians and now a 
Cleveland insurance agent, will speak 
at the Oct. 12 meeting of Indianapolis 
A&H Assn. The meeting will kick off 
a drive to promote awareness in the 
Indianapolis area of the advantages of 
A&S coverage. 





Southern Guaranty of Jackson, Miss., 
has appointed Guy Fleming Jr. special 
agent at Eatonton, Ga. 








SO ] TOLD HIM, “I don’t care what your 


brother-in-law said —I can get you Hospitalization Insur- 


ance that will cover your heart trouble!” And I did, too. 
Ever since I first talked to the people over at Continental 
Casualty I’ve been able to close a lot of sales that otherwise 
would get away. Take that Substandard Division . . . they 
really mean business! Why, they accept 97 out of every 100 
A&H applications on people with disabilities. And the best 
part is that on their Qualified Risk policies they will cover the 
disability itself. When I mention that, sales resistance melts 
away... and I get a lot of referrals, too. Take it from me, talk 
to your nearest Continental Agent or Branch Office... if you 
want to increase your commissions, that is. 
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INA Draws Roadmap For Agents To Reach Full One Stop Selling 


the impact of the life salesman on 
the general lines business. It has 
pointed out that there are many thou- 
sands of debit salesmen representing 
giant life insurers. They have a spe- 
cific number of city blocks assigned 
to them, and they handle all the life 
and A&S needs for all members of a 
family. They are in the prospect’s 
home either weekly or monthly, and 
it would be easy for them to sell fire 


(CONTINUED FROM PAGE 2) 


and casualty coverages. INA has 
warned its producers that some large 
life insurers are already experiment- 
ing with this approach. 

Nevertheless, the future of the gen- 
eral insurance man is brighter than 
it has ever been, according to Edmund 
L. Zalinski, executive vice-president 
of Life of North America, providing 
that he moves with the tide of public 
demand and supplies one-stop service. 


To do so, he must enter the life busi- 
ness with the same enthusiasm as life 
men assuredly will enter his. 

General lines agents will have to 
get rid of the mental block that life 
insurance is too complex, the group 
believes. It has pointed out that 
prospecting—the bugaboo of the life 
man—should be the least of the gen- 
eral lines producer’s problems. He al- 
ready has accounts with whom his 
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professional, to provide you the assistance 
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Company, Van Wert, Ohio. 
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reputation is established—and each 
one is a prospect for life coverage, 

However, if the general lines agent 
is to compete successfully, he must 
face the fact that his time must be 
freed for maximum sales and profes. 
sional counseling. Many of the prae. 
tices of the life man must be carefully 
considered for adoption. For example, 
his company does his policy writing, 
collects and accounts for his premj. 
ums, does his banking and bookkeep. 
ing. His cost of doing business by 
comparison with general lines agents 
is nil. With only a slight shift from 
tradition, the general lines agent would 
lose little and gain much where it 
counts—in the pocketbook. 


Help Get Rid Of Overhead 


Companies can help him get rid of 
his overhead—through modern systems, 
electronic installations, other labor 
saving devices and budget plans. If 
agents cooperate with companies jn 
these practices, the premium dollar 
will be relieved of the increasing cost 
of insurance distribution. As this load 
is lessened, agency income will rise 
and become more profitable, with 
more time for sales and service. Com- 
panies will be able to create better 
and more modern coverage without 


asking the buyer to pay the freight, | 


INA believes. 


It is offering general lines agents | 


more than advice and theory in con- 
nection with life selling. Many train- 
ing programs with the accent on sales 
have been developed. In each life 
company service office area, training 
is available through life managers and 
life special agents. Not only is indi- 
vidual training offered, but life special 
agents in many cases accompany the 
general lines agent when he calls on 
prospects, to guide him in the sales 
procedure. 


Chalk Up Sales 


Substantial life production by stu- 
dents is usually noted during the 
training programs. Last year, 19 gen- 
eral lines agents from the Kansas City 
service office area completed a 14 
week course conducted by one of the 
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wants to know 
“Why?” 

HEN YOU RECOMMEND an appraisal 


to an industrial, commercial or 
institutional property client, give him a 


copy of our brochure, “Appraisal Pro- 
cedure.” It will answer the many 
frequent questions about the need for 
authoritative appraisals to establish in- 
surable values . . . assure compliance 
with co-insurance clauses, provide proof 
of loss . . . keep valuations up to date 
with current replacement costs. 

Many brokers and agents find “Ap- 
praisal Procedure” very useful, also 
our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pases of valuable information). A 
supply of both publications is yours 
without cost or obligation. Write 
Dept. NU. 





4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 
First for Factual Appraisals Since 1910 
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life managers and his staff. About 
,000 of life volume was written by 
members of the class during the ses- 
sions, all of it directly attributable 
to sales training included in the course. 
One agent, who had never written life 
pefore entering the class, requested 
the manager to accompany him on a 
call to a top client he considered a 
good prospect for business insurance. 
The call resulted in two pre-paid ap- 
plications for a total volume of $200,- 
000. The annual premium is $5,964, 
with agent’s commission of $2,240. 

In Meadville, Pa., Stephen M. Chase, 
life manager, and Robert F. Rink, then 
field manager of the Pittsburgh serv- 
ice office, and their staff, conducted 
a six-week life course for 14 “stu- 
dents.” Those enrolled wrote a total 
volume of $209,000, with $4,950 annual 
premium, while the class was in prog- 
ress, plus $825 of A&S premium. One 
agent is developing a planned mailing 
method of contacting the mortgage 
holders of his local bank, with permis- 
sion of the bank’s board, in connection 
with homeowners life and disability. 
This is a combination of homeowners 
with mortgage life and A&S. While 
the homeowners policy alone will keep 
the family in the home, the new com- 
plete coverage keeps the home in the 
family. 

In addition to training through 
schools and in seminars, the life com- 
pany offers a scholarship program for 
those taking courses offered by Life 
Underwriter Training Council and for 
those taking courses leading to the 
CLU designation. For successful CLU 
candidates, INA picks up the ex- 
penses of the examination and half 
the cost of tuition and books. 


Other Training 


For larger agencies, the life com- 
pany urges the establishment of a life 
department, headed by a specialist. 
In his behalf, the life managers un- 
dertake to provide advanced training 
comparable to that of a career agent 
in a conventional life agency. This 
includes a special course of study, 
stimulating him toward the CLU de- 
gree, working with him in the field, 
and assisting in organization, pros- 
pecting and with advanced underwrit- 
ing situations. 

The company is planning to conduct 
seminars in various service office 
areas. These will include discussions 
on programing, estate planning, busi- 
ness insurance and key man A&sS, 
with emphasis on selling methods. 
Also planned is an advanced course 
in the form of regional conferences to 
which agents who meet prescribed 
qualifications of production will be 
invited. A pilot program for estab- 
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lishment of an agents’ life school at 
the home office was held last fall. 
Additional intensive two week courses 
will be offered two or three times a 
year as occasion demands. 

The training division has prepared 
a series of “sales units,’’ each relating 
to a specific insurance need, complete 
with discussion of the philosophy, ap- 
proach, prospecting technique, in- 
structions on how to conduct an inter- 
view and sales talks. The series is 
particularly appropriate for the gen- 
eral lines agent who cannot take time 
for more formal life schooling. 


Results To Date 


To date, the 100 field men in the 
group’s 34 service offices have placed 
4,100 independent agents under con- 
tract with the life company. About 
90% of these represent other INA 
companies. This field organization is 
expected to continue its growth in 
1959 so that by the end of the year, 
130 salaried sales specialists and 6,000 
independent agents should be under 
contract. 

Since, with one exception, no major 
life company has ever been estab- 
lished without the use of full-time 
agents, the life company has in addi- 
tion to the 34 service offices, 10 career 
agencies, staffed with 30 field man- 
agement men. 

Life of North America set a “new- 
company” record in 1958, its first full 
year of operation, with $54,660,000 of 
paid ordinary life, and group life of 
$65,088,000 with a premium income of 
$2,640,000. At Dec. 31, 1958, the total 
in force life volume for both ordinary 
and group was $139,981,000, placing 
the company well on its way to $1 
billion dollars of life in force within 
10 years. On the basis of new ordinary 
business placed in force in 1958, the 
company ranked among the top 10% 
of 1,341 U.S. life companies. 


Agency Of Future 


What is the significance to agents 
of INA’s marketing philosophy? Brad- 
ford Smith Jr., executive vice-presi- 
dent of North America, has projected 
the answer in a forecast of a hypo- 
thetical agency of the future: 

Two successful agents—Jones, a life 
man, and Brown, a fire and casualty 
man, saw advantages in joining forces 
for one-stop service. They could see 
expanded sales merely by working 
over their combined client and pros- 
pect lists. They knew they could af- 
ford to do a better job, since the com- 
bined premium would support im- 
proved service to each insured. 

Then there was the possibility of 
savings in clerical help and office rent. 
This set them to thinking about over- 
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head. They reasoned that they had 
two major problems. The first was the 
overhead involved in handling per- 
sonal insurance—particularly the 
smaller items. In order to increase 
their net profit materially, they would 
have to find some way to reduce the 
clerical work, because it was not only 
expensive, but also absorbed valuable 
time which could be more profitably 
devoted to the sales and service they 
wanterl to advertise and merchandise. 


Basic Considerations 


The second was the problem of hav- 
ing competitive rates and forms of 
coverage to offer. They were well- 
aware of the inroads being made by 
specialty companies and direct writ- 
ers, using a combination of low rates 
and sales service to make their gains. 
They also knew that the low rates 
were made possible by the savings 
achieved through the bulk machine 
handling of the details of policy writ- 
ing, collections and bookkeeping at 
the company level. It was easy to see 
that otherwise the premium must in- 
clude an extra amount with which to 
pay each agent individually to per- 
form services that could be handled 
on a volume basis by the company at 
a fraction of the cost. 

What to do about these questions 
caused considerable debate and nearly 
wrecked their plans. Jones, the life 
man, was all for finding a company 
that would take the detail of policy 
writing and collections off their hands. 
He was accustomed to that method 
and liked it because it took care of the 
collection problem and relieved him 
of having to spend non-productive 
time on details. 

But Brown demurred. He had al- 
ways felt that the principle of his 
ownership of expirations depended 
upon insulating his clients from the 
company insuring them. Moreover, it 
would lessen his stature in the eyes 
of his clients if he did not handle the 
premium. Then there was the proba- 
bility that the commission would be 
less. 

Jones argued that he had never ex- 
perienced any problem with these 
considerations and that, in fact, he 
found the life companies eager to build 
up his prestige with his clients and 
to protect his accounts. Also, he 
thought that an agreement could be 
worked out providing for a reasonable 
vesting of rights to renewal commis- 
sions which would probably be just 
as good, if not better, than the present 
uncertain arrangement. After all, he 
argued, the policyholder is the true 
owner of his insurance expirations— 
he’s the boss. 


Agreement Reached 


As to the commission question, they 
agreed that the important thing was 
their net profit rather than the per- 
centage of commissions. They could 
afford to take less commission if they 
had commensurately less overhead 
and more competitive rates and forms. 

In the end, Brown came to the 
conclusion that public favor would run 
to the agents and companies that gave 
the buyer first consideration, and that, 
since technological advance had put 
such a premium on teamwork be- 
tween agent and company, he had 
better join up with Jones to exploit 
that principle in the interest of their 
policyholders and themselves. 

Having got that far, their next prob- 
lem was to decide on company repre- 
sentation. Obviously, they would need 
a company whose business philosophy 
meshed with theirs. That didn’t ap- 
pear to be so difficult because many 
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companies seemed to be talking the 
same way. What was lacking was ac. 
tion. They would have to be carefyj 
to select a company that not only hag 
the will to act, but also had the re. 
sources in money, manpower and man- 
agement. They also discussed the 
question of whether they should re. 
present separate life, fire and casy. 
alty companies, or an integrated group, 
The answer came quickly since the 
necessity of the integrated group to 
carry out their principle of one-stop 
service, was obvious. In addition, an 
integrated group would solve the prob- 
lem of overlapping coverages and 
provide for complementary covers. 


Decide On Representation 


After much thoughtful planning, 
Jones and Brown launched their life, 
fire, casualty insurance service. They 
had no difficulty in working out an 
equitable arrangement with an inte- 
grated group of companies and soon 
found themselves multiple line agents, 

It was now up to them to put their 
principles into practice. Their first 
move was to separate their more in- 
tricate special risks and commercial 
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pusiness from the semi-standardized 
mandatory and personal business. For 
the latter, they set up a plan to com- 
pine policies wherever possible, to 
pring about common expiration dates, 
to put premium payments on a budget 
plan where wanted or needed, and 
finally, to see to it that they handled 
all of a client’s personal insurance. 


Necessary Arrangements 


Next, they made the necessary ar- 
rangements with their company group 
to take over the writing of policies, 
including renewals, the collection of 
premiums, and the integration of their 
accounting systems so that every de- 
tail possible was handled mechan- 
ically at the least cost to the agency 
and the company. These were radical 
changes from past procedures, and 
they approached them cautiously in 
order to make sure that they were not 
losing any of their effectiveness in 
taking care of their clients’ needs. Ac- 
tually, they found that by improved 
organization of their records, and the 
use of multiple line policies they could 
do an even better job. 
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Moreovel), they saved so much time 
and effort that they were able to give 
more attention to the development of 
commercial and special hazard lines 
which offered a high profit potential. 

Gradually, other agents of the group 
adopted the same principle of opera- 
tion, and the overhead of the compa- 
nies came down. They too had been 
able to effect some real economies. 
Their collections improved immensely. 
Instead of having two to three months’ 
premiums outstanding, they were 
practically on a current basis. Work 
in their statistical units dropped way 
down due to the reduction in cancella- 
tions and the mistakes that had to be 
backed out of the figures. Unproduc- 
tive work in the field office dropped 
off as petty differences with agents 
disappeared, and some of the time 
saved was absorbed in more fruitful 
sales and loss prevention efforts. 


Rates Reflect Economies 


In due course, the rate levels of 
the companies reflected the operating 
economies, making them highly com- 
petitive with other insurers. Jones 
and Brown enjoyed a rapid upsurge 
in net earnings. The public seemed to 
sense and to favor the management 
policy that brought them lower rates 
and better service. This made Brown 
feel more secure than ever over 
the ownership of expirations, because 
they were pleasing their boss—the 
customer. But equally important was 
the fact that they were not plagued 
with an overhead expense that here- 
tofore had seemed to grow just as 
rapidly as their business. The new ar- 
rangement put them in a position to 
increase their volume with a mini- 
mum of additional expense. 

This type of agency operation, INA 
feels, is not utopian. It is the logical 
and inevitable method of efficient in- 
surance retailing which is already 
steadily growing out of INA’s mar- 
keting philosophy and the practical 
steps the group is taking to implement 
it. 


Mutual Bureau Increases 
Auto And OL&T Rates 


Mutual Insurance Rating Bureau 
has revised OL&T and automobile 
rates in several states. The OL&T in- 
creases are 22.4% for Arizona, 30% 
for Arkansas, 30% for New Hamp- 
shire, 7.9% for North Dakota, 17.7% 
for Oklahoma, 30% for Rhode Island, 


28.2% for South Carolina, 30% for 
Vermont, 18% for Washington, and 


14.1% for West Virginia. 

The bureau has increased private 
passenger auto rates 8.9% in New 
Mexico and 3.6% in West Virginia. 
Commercial car rates go up 18.1% in 
New Mexico and 2.4% in West Vir- 
ginia, and garage risks 10.4% in the 
former and 22.3% in the latter state. 


Miami Valley (O.) CPCUs 


Elect Goss President 


Miami Valley (O.) chapter of 
CPCU at Dayton has elected Edwin 
J. Goss, American States, president. 
Other officers are Charles D. Lamb, 
vice-president; James B. Abbey, treas- 
urer, and William G. Reed, secretary. 

The chapter has scheduled its an- 
nual all-industry dinner Nov. 19, at 
which Kenneth O. Force, vice-presi- 
dent and executive editor THe Na- 
TIONAL UNDERWRITER, will speak. 

American Casualty has moved its 
Manchester, N. H., branch to 45 Mar- 
ket Street. H. Richard Spurway is 
resident manager. 
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Change Is Word For The Future, Diemand Tells CPCUs 


ernments to select competent men 
and women to staff our insurance de- 
partments and to make their financial 
rewards commensurate with their 
grave responsibilities. An insurance 
department job should be more than 
a stepping stone to some other career. 
And remember, that with an im- 
proved competitive climate we need 
closer supervision of the financial 
status of every company. We need well 


(CONTINUED FROM PAGE 6) 
trained department personnel for that 
job.” 

The future will be rosiest for those 
who are intrepid and know that 
change is the law of the universe, he 
declared. “Innovations in insurance 
will come rapidly, I believe. The pack- 
age policy, successful as it has proved 
itself to be, shows the way. I have 
maintained for many years that the 
ideal state will be reached when the 


insurance requirements of a man may 
be met by executing a contract on a 
single sheet of paper. That is the 
goal.” 


Need For Vision 


Vision is needed on every front. 
Many leading agents, Mr. Diemand 
said, have told him that sales and 
service are something they are 
equipped to provide. The insurer can 
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Building premiums in Bonds is like producing a hit show on 


Broadway. Your initial investment of time, effort and 


money pays off for years to come. 


Bonds are easier to renew than many insurance coverages. Also, 
commissions are higher than in many other lines, cost of handling is 
lower, loss ratios generally are lower. And the Bond market 


represents many millions of premium dollars to Agents. 


You have an unusually responsive audience as most Bonds are 
required by law. License and Permit, Court, Fiduciary, Official, 
Lost Instrument, and Contract Bonds (on all federal, state and 
local government jobs as well as on many private projects) 

are legally required. Public Official and Court Bonds 


are frequently required by law. 


Although customers for Fidelity and Miscellaneous Bonds are not 
legally required to queue up in front of your “box office” 
they can be persuaded to buy from you when they see 


you advertised as a Bond Producer. 


Want a hand in producing your Bond show? Write our 

Bond Department or ask our Fieldman for selling ideas and 
underwriting assistance, when needed. Also write our Advertising 
Department for sales material ... folders, letters, etc. Prove to 
yourself that There’s No Business Like Bond Business for 


putting profitable new business on your books. 
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Atlanta 
Philadelphia 
Detroit 


Chicago 










NORTH BRITISH AND MERCANTILE 


THE MERCANTILE INSURANCE CO. 


Branch Offices: 





N1B.Ge MI, 
INSURANCE GROUP 


Established 180 










MULTIPLE 
NE GROUP 


THE PENNSYLVANIA 

FIRE INSURANCE CO. 
INSURANCE COMPANY LIMITED 
THE COMMONWEALTH 
INSURANCE CO. OF NEW YORK 
OF AMERICA 


THE OCEAN MARINE 
INSURANCE CO. LIMITED 


CENTRAL SURETY AND 
INSURANCE CORP. 


Kansas City 
San Francisco 
Dallas 


Denver 























October 9, 1959 


do the rest of the job. “Think of the 
challenge inherent in that declara. 
tion! You may be sure that when 
that kind of atmosphere of trust ang 
cooperation prevails, great things cap 
be accomplished.” 


The benefits to be obtained from | 


modern business equipment are illus. 
trated by the life business, which has 
demonstrated an ability to cope with 
the blizzard of paper work. They haye 
shown not only what can be done jp 
the property and casualty field, but 
indeed, what must be done, he de. 
clared. 

A great deal of detail, expense ang 
even monotony can be lifted from the 
shoulders of producers through ef. 
ficient employment of _ electronic 
equipment provided by the compa. 
nies, Mr. Diemand observed. A pro- 
ducer will no longer have to be a 
combination of business-getter, book- 
keeper and bill collector. He will be 
free to concentrate on the really im. 
portant part of his job—sales and 
service. 


Note Remarkable Success 


On the marketing front, some com- 
panies relatively new to the business 
have introduced with remarkable suc- 
cess new ways of selling insurance 
protection. Their advance has re 
sulted not only from price reductions 
but also from direct and aggressive 
selling, backed by mail order and 
direct contact with the consumer. The 
so-called traditionally operated com- 
panies, with few exceptions, have as 
yet failed to recover from the blow. 

“While giving direct-writing com- 
panies full credit for astute under- 
writing, I believe the success of this 
method of operation has been derived 
principally from price advantage. The 





WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

adequately equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 








CRITCHELL - MILLER 
INSURANCE AGENCY 


Established 1868 
Insurance Exchange Building 
CHICAGO 











33 YEARS 
of rendering preferred 
service to non-resident 
AGENTS - BROKERS 
STATE WIDE FACILITIES 
115 N. Olive 
West Palm Beach, Flo. 











Moore, Case, Lyman & Hubbard 
General Agents 
175 W. JACKSON BLVD. 
CHICAGO 
WAbash 2-000 








Chris Schroeder & Son, Inc. 
210 E. Michigan Si, MILWAUKEE 
Engineering Services—All Lines 
The largest insurance agency in the 
State of Wisconsin 


—_ 








SOUTHEASTERN UNDERWRITERS, Inc. 
and 
SOUTH GEORGIA INSURANCE AGENCY 


General and Excess Lines Agents 
404 American Bldg. Savannah, Georgia 
Phone AD 6-3771 
Cable address “SOGA” 
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t declara. | direct writer has delivered his product surance companies must find a way 
that when} at a saving of 20% or more in cost. of handling the automobile insurance 
trust ang “The traditionally operated compan- problem. Underwriting losses on auto- 
things cap} jes and their agents must find a way to mobile business are staggering. The 
deliver their product at a competitive free enterprise system of insurance 
ined from price Or perish. If they do not, they cannot endure _half-solvent, _half- 
are illus. | will join the long parade of vanish- bankrupt. It cannot be expected that 
which has} ing Americans. It is as simple as that. other lines of business must support 
cope with} As abhorrent as the thought must be the losses of the automobile busi- 
They haye} to the traditionalist, these companies ness. That is the situation today.’ 
e done in| will have to embrace of necessity Higher rates are not a solution, he 
field, but} some of the methods of the direct- said, nor are commission reductions. 
e, he de} writer if they wish to survive as in- The solution needs cooperative action. 
surance organizations dealing with Law enforcement officials must en- 
Pense and} the personal insurance market. force traffic laws. Insurance must en- & 
1 from the For 50 Yea courage and support programs at na- 
rough ef. | No Changes *or — tional and local level to reduce the 
electronic “In my career, which covers a span toll of death and destruction. And co- 
 compa-| of more than half a century, I have operative effort is needed to reduce IF IT’S HAZARDOUS OR 
d. A pro. seen no basic changes in the relation- the cost of putting a policy into the UNUSUAL . _. if it’s a risk 
- to be af ship between stock companies and hands of an automobile owner. Pro- that is difficult to place. . . 
ter, book- | agents until a few months ago (and cedures for producers and companies look to Homer Bray Service, 
le will be} these were the various, long overdue have to be simplified. Inc. Here you'll find unbeat- 
really im. | automobile economy programs). This, prosit In One Stop Selling able market facilities and 
sales and} mind you, while a marketing revolu- : ? matiome-ctvength coverages 
tion was transpiring in the United In the vital sector of insurance fer slusest every xia demi 
States. This stand-pat-ism existed in Marketing there is one great develop- fication. 
an era when the chain store emerged ment which promises proi:t scr ou.h 1k teh eset tek eee 
ome com-§ with its cost-reducing methods, to be the underwriter and the producer, Mr. end ineve produce are tera- 
e business} replaced by the increased efficiency Diemand said. That development is ing to the “in depth” facilities 
kable suc | and attractiveness of the super-mar- “one-stop selling. AGHEAGO 4. ILLINOIS of Homer Bray Service for 
insurance} ket, which in turn found a place in The underwriter who makes the State 2 320 profitable placement of every 
has re the shopping center. Even those ultra- greatest gains in the future, he pre- LOS ANGELES. CALIFORNIA type of unusual risk . . . for 
reductions | conservative institutions, the com- dicted, will be the one who offers all DUnkirk 8-3313 more information, contact 
aggressive | mercial banks, reacted to the competi- Kinds of insurance from a_ single 655 Broadeay Buleng your Bray office today! 
der and} tion of the personal finance companies Source. The agency that has its eye Coma 23708 
imer. The | by an about-face in attitudes towards ©” the future will offer all lines of 2508 Cedar Springs veut pe il sae =p on 
ated com-| installment credit, by modernizing of- imsurance. The economies and effici- Bison se ens HOMER BRAY SERVICE INC. 
, have as} fices, building branches and drive-ins pr gong. — inserting _ 183 Cental Steet SAS VS seesss 
: “ ’ sto: - , . 
ing Ow] Tose were the times when the co, mand the further development of the sy Central Casuatty Company 
te under- | sumer came into his own and the suc- stop selling concept. PO FEM 
ss of this | cessful business enterprise oriented This is not to say that a local 610 Sout Lenngton 
mn derived | its planning and its methods to meet #8ent must be an expert on every 
\tage. The | the consumer’s needs and desires.” phase of every line of insurance, he 
Mr. Diemand declared that insur- ¢©*Plained, but producers who have 








ance organizations will be forced to 





dedicated their careers to the prop- 






































ay increasing attention to studies of @Tty and casualty field should join 
CE Histribution, including cost analysis. forces with a man who holds the — 
+ The loss portion of the premium, un- ideals in the life insurance field. “To- 
sible ond} | der rate regulation that requires re- 8¢ther you will reap the rewards that 
nts. These adjustments, is always substantial and ce FR e ii < i ere 
s for han- tends to become a fixed figure. And, 
ness with ever-mounting pressure of taxes, 
wages and prices, underwriters and 
producers find that they must run 
LER faster and faster merely to stay in 
INCY the same place. That brings about in- 
, exorable pressure on the expense por- 
a tion of the dollar. 
Eliminate Duplication ‘ y 
“An immediate remedy in expense 8 : 
RS reduction awaits us in eliminating ‘ 
wolesedl duplication of effort. It makes no | 
recident sense whatsoever for an insurance 
OKERS agency to duplicate the work of the 
\CILITIES insurance companies it represents. The early history of publishing in 
ive <n llaacteanersaet to ee New England is a saga of patriots relying 
OW made inaepenaden ee : 
wenden insurance agents has bane in sate es the P rinted word on the one hand, and 
—]} insurance protection to business and the flintlock rifle on the other, to defend 
lubbard|} imdustry and the individual; not in the principles in which they believed. This 
— that cage but in same sense of dedication to the principles of 
an: >, . ° 
VD. alae lye gedlngreag the American Agency System today guides 
down in a morass of detail and a welt- the Peerless Insurance Company in providing 
er of confusion over who does what modern multiple-line coverages in the 
ee os ‘ ‘ Bond, Fire, Accident & Health,and Casualty fields. 
or too long all of us have been 
Inc. concerned with percentage of com- 
AUKEE mission, for example, when the im- 
eas portant fact has always been com- : ' : 
are mission earnings. Statesmanship and re E Fe i Ee & ey et 
in the leadership must be exerted in carry- “ oer eee ; i { 
ing forward a program of helping the Insurance} Company 
——j distribution system to reduce ex- = oo es i 
Penses, towards the end that the ere : - : 
RS, Inc. agency system will enjoy renewed 
growth. Nor should the leader be %| 
AGENCY afraid of brick-bats, but remember 
, ou = that there is scant comfort in being 
the most popular man in the poor- 
house. 
ae “In the marketing context, all in- 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

46 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 














ADMINISTRATOR, PAYROLL AUDIT DEPT. 


THIS IS A CHALLENGING OPPORTUNITY WITH A LARGE MULTIPLE LINE 
COMPANY LOCATED IN MIDWEST. SHOULD HAVE PROVEN ADMINISTRATIVE 
ABILITY. RESPONSIBILITY FOR MULTI-STATE PAYROLL AUDIT OPERATION. 
OPPORTUNITY FOR WIDER FUTURE RESPONSIBILITIES. COLLEGE BACK- 
GROUND. UNDERWRITING AND/OR AGENCY EXPERIENCE DESIRABLE. OUT- 
STANDING BENEFITS. SALARY OPEN—REPLIES CONFIDENTIAL. 


ADDRESS BOX K-| 
c/o THE NATIONAL UNDERWRITER CO. 
175 W. JACKSON BLVD. 
CHICAGO 4, ILL. 























BOND 
SPECIAL AGENT 


Large multiple line stock company, expand- 
ing operations, seeking man to underwrite 
& produce fidelity & surety business in 
Raleigh. This position is new, resulting from 
recent growth, and offers excellent oppor- 
tunity. Write in detail giving experience, 
background & salary requirements, to: Per- 
sonnel Dept. 

P. O. BOX 99 

PECK SLIP STATION, N.Y. 5, N.Y. 


All replies confidential 


COMMERCIAL FIRE UNDERWRITER 


Our expansion into the Commercial Fire field 
offers an exceptional opportunity. 
Candidates will require at least 5 years inten- 
sive experience in Underwriting Commercial 
Fire, as well as some Field experience. Must be 
a competent analyst of experience trends and 
have ability in planning and directing of train- 
ing activities. 
Send complete résumé to include age, marital 
status, experience, education, past earnings and 
expected salary to: 

Personnel Department 

Midwest Zone Office 

Allstate Insurance Company 


7770 Frontage Road Skokie, III. 











CLAIM POSITIONS 


The Home Insurance Company has several 
attractive openings at its Home Office for 
Supervisors with heavy Liability and Ad- 
ministrative experience, and Liability Ex- 
aminers with 4-10 years Field or Home 
Office experience. Our expanding Casualty 
Underwriting offers one of the best growth 
opportunities in the industry. Inquiries 
solicited from those now living in New 
York City metropolitan area, or who, for 
personal reasons, desire to move or re- 
turn there. 


Write or phone 
The Personnel Manager at 
59 Maiden Lane, New York City 
WhHitehali 3-2200 


FIRE 
SPECIAL AGENT 


Large multiple line stock company, expand- 
ing operations, seeking fire special agent 
with 2 to 4 years field experience. Head- 
quarters Williamsport, Penn. This position 
offers excellent opportunity. Write in de- 
tail giving experience, background & salary 
requirements to: Personnel Dept. 


P.O. BOX 99 
PECK SLIP STATION, N.Y. 5, N.Y. 














Mature Insurance Executive—excellent record 
and reputation—over 30 years all phases of in- 
surance including Bureau, Insurance Department 
and Reinsurance contacts. Capable of g 
complete direction any size Multiple Line Com- 
pany. Top references. Presently connected. Wishes 
to relocate North Texas area. Would consider 
management contract for inactive ownership. 
Can furnish key staff if necessary. Write Box 
J-97, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





BOUGHT AND SOLD 


Insurance Company and Agency purchases ne- 
gotiated. All replies kept in confidence. 


UNIVERSAL CONSULTANTS 


4211 Chestnut Street 
Philadelphia 4, Pennsylvania 














EXECUTIVES ATTENTION 
Colorado Area 
Available—reputable Branch, State Agent or 
Regional Manager, |8 yrs. Multiple Line, proven 
profit rec'd. with best Co. & per. ref., efficient, 
qualified & neat. Consider move on warranted 
position, will travel to your H.O. for comp. in- 
terview ref. check, evaluation, sincerity gener- 
ated. Write Box J-99, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, Ill. 


Ambitious man, 36 years of age, now managing 
local Agency over $1,000,000 premium volume. 
Fifteen years Insurance experience except Life. 
Owners’ will not sell interest in Agency, inter- 
ested in changing to Agency where interest or 
partnership may be attained. Reply to Box J-98, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








FIELDMAN 

Large aggressive Multiple Line Stock Company 
Group has openings in Tennessee, Chicago and 
elsewhere for men with Rating Bureau experi- 
ence. Trainee or experienced Fieldmen. All re- 
plies confidential. Salary open. Give age, ex- 
perience and education. Write Box K-3, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








AUTO INSURANCE 


Underwriter wanted for position in company's 

executive office. Experience necessary. Security 

and opportunity both excellent wifh growing 

multiple line operation. Write personnel dept., 

Federal Mutual Insurance Co., a division of 

a 9 Insurance. 666 N. Water St., Decatur, 
inois. 








FIRE - CASUALTY - BONDS 

12 years Company and General Agency. Sales, 
service and underwriting all types of personal 
and business lines. Interested in position as 
Branch Manager or Account Executive, San 
Francisco or New York preferred. Other posi- 
tions considered. Age 36. Excellent references. 
Reply Box K-10, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








AVAILABLE 
CASUALTY UNDERWRITER 


for West or Southwest. Age 33, married. 7 years 
company branch experience Underwriter Super- 














INTERNATIONAL INSURANCE CONSULTING 
FIRM WISHES TO CONTACT RETIRED INSUR- 
ANCE EXECUTIVE RESIDING IN FLORIDA FOR 





inevitably come to those who are first 
with improved service. While we talk 
about one-stop selling, the thing that 
appeals to the consumer is ‘one-stop 
buying.’ ” 

Many changes may be expected, Mr. 
Diemand concluded: 

—There will be more wholesome 
competition among companies of all 
kinds. 

—Recruiting, training and educa- 
tion of able people will be intensified. 

—Innovations and new develop- 
ments will come in the wake of wider 
competition. 

—Installation of modern electronic 
equipment will increase efficiency all 
along the line. 

—Expanded research activity will 
take place, looking towards internal 
refinements and better market data 
and sales methods. 

—Stock-agency companies will 
make a determined effort to regain 
that part of the market captured by 
the direct-writing companies. 

—Specialty and direct-writing com- 
panies will move into wider fields. 
That is, the automobile company will 
move into the general casualty, fire 
and life business. 

—Agencies will eliminate the ex- 
pense of office detail and rid them- 
selves of functions more efficiently 
performed by their companies. 

—Agencies will represent fewer 
companies, and will gain a more pro- 
fessional status from expanding their 
sales and service. 

—Companies and agents will recog- 
nize that the requirements of the 
personal insurance market are differ- 
ent from the requirements of the com- 
mercial and institutional market and 
this will be reflected in new market- 
methods. 

—Merchandising activity will ac- 
celerate. Much will be done in educat- 
ing consumers to the advantages of 
well-rounded insurance protection, in 
competing for a fair share of the dis- 
posable income remaining after basic 
insurance needs have been bought. 

—As one-stop buying becomes the 
buy-word of the insurance consumer, 
increasingly desirable advances will 
be made in effecting true multiple- 
line development of the business, to- 
wards the end that broader, simpler 
protection at more reasonable cost will 
be available. 


Lovett, Frey In Indiana 


Field For Indiana Ins. 


Indiana-Consolidated group has ap- 
pointed Robert C. Lovett and Irvine 
H. Frey as special agents in west 
central and east central Indiana, re- 
spectively. M. Glynn Downey, special 
agent in west central Indiana, be- 
comes assistant superintendent of 
agents. 


Odor Dispeller In Twin Cities 

Odor-Ex Corp. has appointed Ben 
Bates Cleaners of Minneapolis as deal- 
ers in the Twin Cities’ area for the 
Odor-Ex ionized air method of elim- 
inating smoke odor. 





Experienced Fire and Casualty Adjuster 
familiar with territory wanted to service 
Nashville, Tennessee and nearby towns. 
Workmen's Compensation experience will 
be helpful but not necessary. Give full ed- 
ucational and business background along 
with salary requirements in first letter. Re- 








be hae * nem | — agency ae REPRESENTATION IN THAT STATE. Address plies confidential. Write Box K-9 c/o The Male-—Female 

relocate. Resume furn * it * . - . 

Box K-7, c/o The National Underwriter Co.. 175 as St, We Oe eee Renee Se. National Underwriter Co., 175 W. Jackson All Lines 

W. Jackson Blvd., Chicago 4, Ill. 175 W. Jackson Blvd., Chicago 4, Ill. Blvd., Chicago 4, Ill. 610 So. Broadway Los Angeles 14 
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Hartling Is Head Of 


Texas Auto Service 


Harold C. Hartling, superintendent g 
the automobile department of Hartf 
Fire at Dallas, was elected chairman 
Texas Automobile Insurance Se 
Office at its annual meeting at Dg 
He succeeds A. H. Parson of the 
West general agency. 

Principal business at the meetj 
was the annual report of Manager 
Don Squibb, which showed that the 350 
member companies wrote total aut 
premiums in Texas in 1958 of $273,996, 








906, an increase of 5.1% over 1957, 

By lines, the premiums were BI, $97 
902,395, up 9.5%; PD, $54,358,017, y 
11.2%; comprehensive, $36,685,619, 
14.5%; collision, $76,360,182, do 
4.3%; fire and theft, $6,942,232, do 
10.1%, and all other coverages, $1,748. 
461, down 37.7%. 

Employers Liability, Standard Acegj 
dent and Millers Mutual Fire of Fo 
Worth were elected to the governi 
committee. 


Md. Nicks Uninsured 
Drivers $8 For UJF 


Uninsured applicants for 1960 Mary. 
land license tags will pay an $8 fee 
into the state’s unsatisfied judgment 
fund. When the fund was started jn 
1958, uninsured motorists were as- 
sessed $8 upon license application, and 
insured paid $1. 

The law provided that insured wo 
pay only this initial fee, while th 
fund was to determine each year ho 
much uninsured drivers and insurers 
should be charged. Last year, compa. 
nies paid one-half of 1% of auto 
premiums written in the state. 


Insurance Women Board 
Slates Midyear At Dallas 


The midyear board meeting of Na- 
tional Assn. of Insurance Women will 
be held Oct. 17-18 at Dallas. The first 
business session will be presided over 


by President Marion Walker, San 
Francisco. 
Ex-Commissioner Wentz 


Heads Home County Mutual 


Mark Wentz, former fire insurance 
commissioner of Texas, has become 
manager of Home County Mutual In- 
dustrial of San Antonio. This change, 
along with others, has led Commis- 
sioner Harrison to release the com- 
pany from department supervision. 


Tenn. Pledges Big I Quota 


Tennessee has pledged 100% of its 
basic minimum quota of $19,453 for 
the 1960 Big I advertising program. 
It is the second state to take such 
action, since South Carolina pledged 
its quota of $15,534 at the annual 
convention of National Assn. of In- 
surance Agents at Chicago. 

At a special meeting at the conven- 
tion conducted by Dave Johnson, Pen- 
sacola, chairman of Big I fund raising, 
Florida handed over a check for $17, 
790, representing its initial contribu 
tion to the 1960 program. This amount 
was collected from 62 Florida direc 
tors at a special meeting just prior t 
the convention. 


NOSKER EMPLOYMENT AGENCY 


Insurance Specialists Since 1923 
California Positions 
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HARACTER and repu- 
tation, tradition and 
precedent, strength 
and experience . . . these com- 
bined with a sympathetic un- 
derstanding of the accidental 
misfortunes of its members 
have caused many thousands of 

men in non-hazardous occupa- 
tions to select Iowa STATE 

TRAVELERS for good, sound 

personal accident protection at 

modest cost. 











MUTUAL ASSOCIATION 
Dutton STAHL, President 


DES MOINES 


FORMERLY IOWA STATE TRAVELING 
MENS ASSOCIATION 




















STATEMENT REQUIRED BY THE ACT OF AUGUST 
4, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 1933 AND JULY 2, 1946 (Title 39, United States 
Code, Section 233) SHOWING THE OWNERSHIP, 
MANAGEMENT, AND CIRCULATION OF The 
National Underwriter, published weekly, at Chicago, 
Ill, for Oct. 1, 1959. 


1. The names and addresses of the publisher, editor, 
managing editor, and business manager are: 


Publisher, The National Underwriter Co., Chicago, Ill. 
Editor, K. O. Force, Greenwich, Conn. 

Managing Editor, J. C. Burridge, Hinsdale, Ill. 
Business Manager, R. J. O’Brien, Des Plaines, Ill. 


2. The owner is: (if owned by a corporation, its 
name and address must be stated and also immediate- 
ly thereunder the names and addresses of stockholders 
owning or holding 1 percent or more of total amount 
of stock. If not owned by a corporation, the names 
and addresses of the individual owners must be 
given. If owned by a partnership or other unincorpo- 
tated firm, its name and address, as well as that of 
each individual member, must be given.) 


The National Underwriter Co., Chicago, New York, 
Cincinnati; John Z. Herschede and Elizabeth W. Her- 
schede, Trustees, Cincinnati, Ohio; Cartwright, Val- 
leau & Co., Chicago, Ill.; H. J. Burridge, Cincinnati 
Ohio; Levering Cartwright, Evanston, Ill.; Russell 
Cartwright, Evanston, Ill.; Ruth Cartwright; Evans- 
ton, Ill.; Lessie K. Wadsworth, Highland Park, Il; 
R. E. Richman, Holland, Mich.; George W. Wads- 
worth, Highland Park, Ill.; How & Co., Chicago, Ill. 


3. The known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or more 
of total amount of bonds, mortgages or other securi- 
ties are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases where the 
stockholder or security holder appears upon the books 
of the company as trustee or in any other fiduciary 
Telation, the name of the person or corporation for 
whom such trustee is acting; also the statements in 
the two paragraphs show the affiants full knowledge 
and belief as to the circumstances and conditions 
under which stockholders and security holders who 
do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner. 
= average number of copies of each issue of 








GENCY 
» 1923 


Angeles 14 
— 


5. The 
this As blication sold or distributed, through the mails 
or otherwise, to paid subscribers during the 12 months 
preceding the date shown above was: (This informa- 
tion is required from daily, weekly, semiweekly, and 
triweekly newspapers only.) 20,434. 


R. J. O’Brien. 
Sworn to and subscri th d f 
September. 1989. bed before me this 29th day o 
H. E. LISTUG. 
(Seal) 
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Recipients of presidential citations 
awarded by Archie M. Slawsby, Na- 
shua, N.H., outgoing president of Na- 
tional Assn. of Insurance Agents, are 
shown at the annual convention in Chi- 
cago. Standing from left are R. Max 
Hursh, Riverton, Wyo., local board and 
membership committee; Cooper M. 
Cubbedge, Jacksonville, executive com- 
mitteeman; Julian Lenke, Cincinnati, 
property insurance committee;, Dave 
Johnson, Pensacola, chairman 1960 ad- 
vertising fund raising committee; Mr. 
‘ Slawsby; Josiah Hatch, Savannah, 
chairman casualty committee; George R. McClure, Salt Lake, state national 
director of Utah; and Hayne P. Glover Jr., Greenville, S. C., executive commit- 
teeman. Seated from left are Harry LeCrenier Jr., West Palm Beach, chairman 
fire safety committee; William F. Grandy, Sioux City, executive committeeman; 
Stanley W. Greaves, River Edge, N. J., accident prevention committee; Frank P. 
Middleton, Phoenix, state national director of Arizona; and John P. Wilson 
Jr., Mobile, chairman special committee on production and/or acquisition cost 
allowance. 





Appleton & Cox hospitality at Chicago: Harold Lamberson of A&C; Richard 
Tubbs and T. Kenneth Boyd, Toledo agents; John V. Addy of A&C; Lon 
Hagstette of the George S. Kausler general agency, New Orleans, and Harold 
Angell of A&C, Chicago. 





John Hyfield, and C. C. Cox, superintendents of agencies of Travelers; V. ‘es 
Roby and L. G. Wimmer, vice-presidents, and John Angus, superintendent of 
agencies, in Travelers headquarters during the NAIA convention. 








My commission expires Sept. 3, 1961. 


PRITCHARD aAnbD BAIRD 


123 William St., New York 38, N. Y. 
Phone WOrth 4-1981 
| _ REINSURANCE 


CONSULTANTS AND INTERMEDIARIES 
"We Are What We Do” 
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DIRECTORY OF RESPONSIBLE ’ 
poe cT ONS — 


INDEPENDENT 
ADJUSTERS 











ASSOCIATED CLAIM SERVICE, INC. 
John S. Tasch, President 
ADJUSTERS 
For the Companies and Self-Insurers only 
222 W. Adams Street Phone DE 2-5456 
Chicago 6, Ill. 








O. R. BALL, INC. 
Fire - Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 - 
Night Phones: MOntrose 3-7664 
Florida 1-5095 











CHICAGO SUBURBAN 
CLAIMS SERVICE 


Adjusters 
STate 2-4803 


100 N. La Salle St. Chicago 2, Ill. 








ILLINGIS-IOWA CLAIM SERVICE 
Winter & O'Toole 
Rock Island, Illinois 
Burlington, la.—719 F & M Bank Bidg. 
Davenport, la.—612 Kahi Bldg. 
Fire and Casuaity—All Lines 








R. S. LANDEN ADJUSTMENT CO. 


71 East State St. 
Phone CApital 8-5501 
Columbus 15, Ohio 
ALL LINES 











J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 
Phone HArrison 7-3230 
175 W. Jackson Bivd., Chicago 4 








RUSSELL K. OSBY, INC. 
World’s Largest Specialized Claim Service 
Coast to Coast 
Specializing in the Negro 
All Line i | 


Claimant 


Adiuct Sineti 





WAgner 4-6100 


Companies Only 
4254 So. Indiana, Chicago 








D. J. SCOTT & SON 
302 Home Savings & Loan Bidg. 
Youngstown 3, Ohio 
Phone Riverside 6-4661 
Night: SKyline 8-5425 and SKyline 7-3027 
FIRE & ALLIED LINES 













SCOTT 
‘iaWASMRIS UTAH-IDAHO 


INSURANCE ADJUSTERS 


Home Office—428 So. Main, Salt Lake City, Utah 
Day or night offices: Ogden, Utah; Prove, Utah; 
Idaho Falls, idaho; Pecatello, idaho; Twin Falls, idaho. 











Cc. R. WACKENHUTH AND SON 
AG ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bidg. 
Tulsa, Oklahoma 
Phones LU 2-5460 
GI 7-3850 
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Lang Is N. Y. V-P 
Of National Union 


Arthur H. Lang has joined National 
Union as vice-president in charge of 
the New York of- 
fice. He has been 
assistant U. Ss. 
manager of Sun- 
Atlas-Royal Ex- 
change. 

Mr. Lang began 
his insurance ca- 
reer with the 
Charles Burke 
agency in Newark 
in 1932. He joined 
Royal Exchange in 
1933 in the broker- 
age department 
and became a fire underwriter in 1935. 
He advanced to executive assistant to 





Arthur H. Lang 













you too 
can GROW 


fire + inland 


auto - casualty 


‘COMMERCIAL STANDARD 


INSURANCE COMPANIES 


FORT WORTH, TEXAS 


President & Chairman of the Boord 





HeNATIONAL UNDERWRITER 


the U. S. manager, and established the 
company’s Pacific department in 1954. 
In 1958 he was appointed assistant U. 
S. manager, and in 1959 he was named 
to the same post in the integrated 
operation of Sun-Atlas-Royal Ex- 
change, with nationwide executive un- 
derwriting and production duties. 


Youngman PR Head 
Of Casualty Assn. 


Burton L. Youngman has_ been 
named public relations department 
manager of Assn. of Casualty & Surety 
Companies. He succeeds Harold K. 
Philips, retired. Mr. Youngman will 
serve in this position until this depart- 
ment is integrated into the Insurance 
Information Institute, now being or- 
ganized. He joined the association in 
1950 and was named assistant PR 
manager in 1953. 


sO WILL YOU 
WITH THE COMPLETE 
FACILITIES OF THESE MANY 


MULTIPLE LINE 
COVERAGES 


V FIRE and ALLIED LINES 

W FIDELITY and SURETY 

VW AUTOMOBILE 

0 INLAND MARINE 

V GENERAL LIABILITY 

V PLATE GLASS 
 WORKMAN’S COMPENSATION 
W MISCELLANEOUS LIABILITY 
V BURGLARY 





RAYMOND E. BUCK 








Mo. Agents Set Card 
For Jefferson City 


(CONTINUED FROM PAGE 2) 
Warrensburg. John R. Thofnpson, 
executive vice-president Missouri 
chamber of commerce, follows with 
“Citizenship Responsibility.” 

Tuesday morning begins with an 
early bird breakfast at which a skit, 
“Come and Get It,” will be presented 
by Missouri Capital Stock Insurance 
Assn. President Jennings will preside 
over the morning’s general business 
meeting. 

The “Outstanding Local Board 
Award” will be announced at the 
final luncheon meeting, Hobart A. 
Martin, resident vice-president Mary- 
land Casualty, St. Louis, making the 
presentation. Maurice Dunklin, Cape 
Girardeau, will preside. 

The final address is by Thomas H. 
Lawrence, of Lawrence-Leiter & Co., 
Kansas City management consultants, 
entitled “It’s Up to You.” F. Vernon 
Griffith, Kansas City, former MAIIA 
president will be master of ceremonies 
at the banquet Monday evening. 


Back Auto Merit Rating 
Plan At Maryland Hearing 


Commissioner Sears of Maryland 
has expressed support “in theory and 
in principle” of a merit rating auto- 
mobile plan. He testified before the 
judiciary committee of the state leg- 
islative council. 

F. Addison Fowler of Baltimore, 
speaking for Independent Agents 
Assn. of Maryland, which supports the 
plan, said it would reward the careful 
driver with reduced premiums, al- 
though it would not make the cost 
of insurance so high that the careless 
driver would not make the cost of in- 
surance so high that the careless driv- 
er would not purchase the coverage. 

The agents, he said, believe the 
merit rating plan will act as a stimulus 
to highway safety. Following the hear- 
ing, the judiciary committee passed 
an endorsement of merit rating. 


N. Y. CPCUs To Hear Alford 

Newell G. Alford Jr., deputy in- 
surance superintendent of New York, 
will address the annual conferment 
luncheon of the New York chapter of 
Society of CPCU at the Hotel Astor 
Oct. 22. 


with INDIANA LUMBERMENS... 


because solid support from all departments 
makes your selling job easier, more profit- 
able. Indiana Lumbermens prompt and equit- 
able claims service, up-to-date coverages 
and planned advertising aids will 


put you out ahead to stay. 


marine 


IND 
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GAB-Western Makes 
Six Promotions 


Se 
(CONTINUED FROM PAGE 2) A 
Cook County. He was executive gep 
eral adjuster before being promotes ‘ 
in 1956 to assistant general manage subs 
Mr. Welsh started with Western 4 writ 
Nebraska in 1946. In 1953 he becam| 0? 
assistant manager at Omaha, and ;)™ 
1955 moved to Chicago as general will 





juster, later becoming executive a 
pervisor directing branches in Ne, a 
braska, the Dakotas and Minnesota, | dire 


Mr. Rutledge began with Westen 
at Saginaw, Mich., in 1923 and serve 
in that state until moving to Chicagy 
where he became general adjuster jy 
1940. In 1950, he was advanced t 
executive supervisor and in iss 
added the responsibilities of secre 
of Western. 7 


Joined At Kansas City 


Mr. Lynch since 1952 has been man.§ § 
ager of education and research fg 
Western and is responsible for devis.§ c 
ing Western’s Professional Insuranc 
Adjuster program which relates edy. 
cational training to the total span 9 
an adjuster’s career. He joined West. 
ern in 1937 at Kansas City and wa 
in Kansas and Missouri until 19% 
when he went to Chicago in the edy.-}i 
cation department. I 

Mr. Stentz started with Western a 
Chicago and has been at Springfield 
Mo., Cleveland, Lorain, O. and §& 
Louis where he was manager and re 
gional supervisor until going to the 
head office in 1950 where he became 
executive supervisor. 


Cornbelt Files With 
SEC For More Stock 


Cornbelt and Cornbelt Life of Free- 
port, Ill., have filed statements with 
Securities & Exchange Commission 
seeking registration of 200,000 shares 
of common stock for the first and 
100,000 shares for the second com-||. ‘ 
pany. Cornbelt has 500,000 shares 
outstanding, Cornbelt Life has 100,000. 

Cornbelt stock will be offered at $4 
per share for subscription by stock- 
holders of record Sept. 15 at the rate 
of four shares for each 10 held. No 
underwriting is involved, but brokers 
and dealers who join in the distribu 
tion will receive a 40 cent commis 
sion. Unsubscribed shares will be of 
fered for public sale. Proceeds will go 
to capital and surplus. 

The life company stock will be of- 
fered at $4.50 to holders of recom R 
Sept. 15, at the rate of one share fo : 
one share held. There is no under 
writing but the commission is 45 cents 
Unsubscribed shares will be offered} P! 
to the public. Cornbelt owns 50.5%} SU 
of Cornbelt Life. O} 





Wis. Blue Cross To Pay w 
Unlimited Hospital Stay pe 


Wisconsin Blue Cross is offering #) , 
contract providing unlimited stay 2 R 
the hospital to groups of 100 or mort 
subscribers. The plan calls for Blut] 0 
Cross to pay benefits as long as the 
attending doctor says hospitalization v 
is necessary. All hospital services # 
prescribed by doctors are paid f@ li 
fully and there are no limitations ® 
out-patient care—treatment or diagn? 
sis. 

Blue Cross will pay in full fort ¢ 
semi-private room. d 

Maximum monthly premium for |, 
family is $14.50, which compares will . 
about $10 for the more common R 
Cross contracts. 





XUM 


October 9, 1959 


American States 
Sets Up Economy 
Auto Subsidiary 
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American States is organizing a new 
subsidiary, American Economy, to 


\ write low premium auto insurance. 


Operations of the new company, which 


jwill make its debut around Nov. 1, 


will be headed by William T. Fowler, 
formerly Ohio underwriting manager 
of the parent company. 

American Economy will operate on 
direct billing principle, offering con- 
tinuous policies. New data processing 
systems in American States’ home 
office will handle all billing, rating 


in} and renewal details. 


Cosmopolitan Life, 
Cherokee Merger 
Gets Approval 


Stockholders and the court have giv- 
en approval to the proposed stock ex- 
change between Cosmopolitan Life and 
Cherokee of Nashville. The 44% Cosmo- 
politan for one Cherokee trade will re- 
sult in Cosmopolitan becoming the sub- 
sidiary of Cherokee. Cosmopolitan will 
be merged into the heretofore inactive 
Cherokee Life, another Cherokee affil- 
iate. 

Immediately before the stockholder 
vote, H. W. Durham, who founded Cos- 
mopolitan in 1923 and was its chief ex- 
ecutive officer until 1955, resigned as 
a director in protest against the rate 
of exchange. He said a ratio of 3% to 
one would be more equitable. 


Steckholders Seek Injunction 


Ten Cosmopolitan stockholders in 
Chicago attempted to enjoin the stock- 
holder meeting, alleging that Justin 
Potter, chairman, and David K. Wilson, 
his son-in-law and president of both 
companies, were scheming to gain actu- 
al control of both insurers. The Potter- 
Wilson interests own 51% of Cherokee 
and about 21% of Cosmopolitan Life. 

Another stockholder, from Birming- 
ham, also asked for an injunction after 
the original suit was filed, and these 
two suits were consolidated. It was 
charged that the directors of Cosmo- 
politian Life failed to give stockholders 
enough information when they asked 
for their proxy votes on the merger. 
The court turned down the injunction 
petition. 

The attorney for Cosmopolitan said 
717% of that company’s stock was voted 
for the merger. 


Rhode Island Agents’ 
Annual Meeting Oct. 19 


Elwin T. Gammons of Providence, 
president of Rhode Island Assn. of In- 
surance Agents, will preside at the 
opening session of its annual meeting 
in the Sheraton-Biltmore in Providence 
Oct. 19. Frank J. Lawery of Providence 
will make his report as state national 
director and Mr. Gammons will re- 
port on administration. George J. 
Schepens, manager of the New York 
Assigned Risk Plan, will discuss the 
Rhode Island plan. 


Other Speakers 


Other speakers and their topics are 
William Day, New England supervisor 
of agencies Continental Assurance, on 
fe insurance for the general lines 
agent; Paul F. McLaughlin, assistant 
vice-president Rhode Island Mutual, 
on the CPCU designation; William S. 
O'Brien, assistant secretary, Provi- 
dence Washington, on automobile 
merit rating plans; and L. J. Robin- 





cares with 
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Son, aviation department manager 
Royal-Globe group, aviation insurance. 


FieNATIONAL UNDERWRITER 





New Florida Handbook 


Is Published 


A new Underwriters Handbook of 
Florida has just been published by 
the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Florida 
handbook may be obtained from the 
National Underwriter Co. at 420 East 
Fourth Street, Cincinnati 2, Ohio. 
Price $12.50 each. 











Legislator Eyes Auto 
Rates And Accidents 


Lucio F. Russo, chairman of the 
New York assembly’s insurance com- 
mittee, spoke to Richmond County 
Assn. of Insurance Agents, Staten Is- 
land, on “A Legislator Looks at the 
Automobile Situation.” He warned 
agents that unless some action is tak- 
en to curb the losses of auto insurers, 
the rates will reach prohibitive pro- 
portions in a few years. 

Rates have increased 69% in 10 
years, he said, and companies are 
seeking even higher rates because 
their losses have been running into 
millions each year. Profitable invest- 
ments are the only reason that many 
of them are still in business. Reserves 
built up over the years, he stated, are 
invested in a bull market. 

“What happens when and if we have 
a real bear market?” 

The annual bill for auto accidents 
has increased from $5 to $7 billion, 
primarily because of reckless teen- 
agers and immature adults, he de- 
clared. 

Community highway habits differ, 
he said. By taking a lesson from other 
communities where the accident rate 
is low, the slaughter on highways can 
be reduced and insurance rates kept 
down. 

H. S. Driving Courses 


He recommended that driving cours- 
es be a part of the high school pro- 
gram and stated that parents should 
not allow their sons and daughters 
free use of high-powered and dan- 
gerous motor vehicles. 

The California merit pricing system 
of reduced rates for accident-free mo- 
torists and penalty rates for those 
with spotty records is a step in the 
right direction, he said. 

The right to drive is a privilege 
granted by the state and should be 
revoked when a person proves he is 
unworthy of a license, he added. 
Judges must clamp down on persistent 
offenders. Jail sentences are a greater 
deterrent than fines. 

Committee chairmen were appoint- 
ed by Thomas Walsh, president, for 
the coming year. They are Kenneth 
C. Vetterick, advertising; Allan C. 
Bentsen, constitution and by-laws; 
Howard F. Bowe, ethics; John Mur- 
ray, program; Miss Rose V. Sasso, 
public relations, and Einar G. John- 
son, safety. 


Illinois 1752s Elect 


Robert Reading President 


Illinois 1752 Club elected Robert 
Reading, Auto Owners Mutual, presi- 
dent at a recent meeting at LaSalle. 
Other officers are Frank A. Kreuz Jr., 
Employers Mutual Casualty, vice- 
president; James Duncan, Iowa Na- 
tional Mutual, treasurer, and Robert 
Muntzinger, Central Mutual, secre- 
tary. 


So. Cal. Buyers Plan 
Conference Oct. 14 


Southern California chapter of 
American Society of Insurance Man- 
agement will hold an all-day buyers 
conference Oct. 14 at Los Angeles on 
the theme “Current Problems and 
Future Trends of the Insurance In- 
dustry.” The program will include 
seminars on _ business interruption, 
group coverages and reinsurance prob- 
lems. 

N. C. Flanagan, president Lumber- 
mens Mutual Casualty, will speak at 
the dinner on “Trends and Future 
Prospects in Insurance,” and_ the 
luncheon speaker will be Fred Drex- 
ler, senior vice-president and secre- 
tary Industrial Indemnity, whose sub- 
ject will be “A California Automobile 
Accident Commission.” 


Seminar Speakers 


Speaking at the seminar will be 
Ben D. Cooke, president B. D. Cooke 
& Partners, London; V. S. McKerrow, 
vice-president Continental Casualty; 
A. J. Ostheimer III, Ostheimer & Co., 
Philadelphia; Paul A. Warner, presi- 
dent Warner-Watson Co.; K. W. 
Whiters, executive general adjuster 
General Adjustment Bureau; Ralph 
Smith, resident vice-president Pacific 
Indemnity; George K. Ross, president 
T. V. Humphrey Inc.; H. E. Smith, 
insurance manager Graham Bros., and 
Carl Siebiger, insurance manager Hunt 
Foods. 


Tweedy Executive V-P 
Of C. V. Starr & Co. 


Gordon B. Tweedy has been ad- 
vanced from vice-president to execu- 
tive vice-president of C. V. Starr & Co. 
He is also a director of the firm and of 
American International Underwriters, 
American Home and Ins. Co. of State 
of Pennsylvania. 

Mr. Tweedy, with C. V. Starr since 
1948, was an instructor at Yale Law 
School before joining the New York 
law firm of Sullivan & Cromwell in 
1933. In 1938 he went with the Securi- 
ties & Exchange Commission in Wash- 
ington and later became special assist- 
ant to the assistant attorney general in 
the Department of Justice tax division. 
Just before joining C. V. Starr, he was 
vice-president and director of China 
National Aviation Corp., an affiliate of 
Pan American Airways. 


Oklahoma Mutual Agents 
1752 Club Hold Annual 


Edwin H. Hood, Lawton, was elected 
president of Oklahoma Assn. of Mutual 
Insurance Agents at the annual meet- 
ing in Oklahoma City. Oklahoma 1752 
Club held its annual meeting at the 
same time and elected F. E. Baker, 
Employers Mutual Casualty of Des 
Moines, president, and S. J. Chrestian, 
Farmers Alliance Mutual, secretary- 
treasurer. 

Other officers of the agents’ associ- 
ation are President-elect, Benjamin 
Kennedy, Oklahoma City; vice-presi- 
dents, Paul Neely, Claremore, and 
Henry M. Auer, Oklahoma City; sec- 
retary-treasurer, Leo Ederer, Okla- 
homa City, and executive-secretary, 
John Ederer, Oklahoma City. 

Among the speakers were T. A. Gar- 
vey, Lumbermen’s Mutual Casualty, 
who talked on comprehensive liability 
coverages; Claude Spencer, Danville, 
Ill., vice-president of the national as- 
sociation; William Butler of Oklahoma 
Inspection bureau; Frederick Winston 
of the Oklahoma Auto Assigned Risk 
Plan, and E. E. Riffee, Oklahoma City 
attorney. 
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Citizens Casualty 
Declares Dividends; 
To Have Stock Issue 


Stockholders of Citizens Casualty of 
New York have approved an. increase 
in outstanding shares from 500,000 to 
700,000. Management plans to make 
50,000 of such newly authorized shares 
available for a 10% stock dividend. It 
is expected that the remaining 150,- 
000 will be sold with a full SEC regis- 
tration and the customary prospectus. 

The board on Oct. 1 declared a 
cash dividend of 10 cents per share 
and a 10% stock dividend, both based 
on the presently outstanding 500,000 
shares, payable Oct. 13 to stockhold- 
ers of record Oct. 6. 


Howard Goetz Returns 
To A. E. Strudwick 


Howard A. Goetz, who with Joseph 
Kunches set up the Chicago branch of 
A. E. Strudwick, 
reinsurance firm 
with home offices 
in Minneapolis, in 
1956, has rejoined 
the company as 
vice-president at 
Chicago. Mr. Goetz 
became president 
and general man- 
ager of Griffiths, 
Tate last October. 
About a year later, 
following negotia- 
tions with E. 
Brook Vickery Jr., president Vickery, 
Hoyt & Graham of Chicago, the surplus 
line business of Griffiths, Tate was sold 
to the latter organization. 

Mr. Goetz had formerly been with 
Griffiths, Tate in 1954 as assistant man- 
ager. Before that he was vice-president 
and assistant manager of Reinsurance 
Agency of Chicago. In his new capacity 
he will work in the production and 
placement of treaty reinsurance busi- 
ness. 





Howard A. Goetz 
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EXPERIENCED 0 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no H 
substitute for the services of an experienced reinsurer, with a first hand, detailed N 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. hat 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance ~~ 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 












. Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
Home Office: GENERAL REINSURANCE BLDG. Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 


400 PARK AVENUE, NEW YORK 22, N. Y. 2 
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